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PROPOSED REVISION 
OF NEW YORK LAWS 


Would Permit Fire Reinsurance Compa- 
nies to Write Miscellaneous 
Business As Well. 


AMERICAN CAPITAL INTERESTED. 


Rapid Development of Reinsurance 
Said to Be Attractive to 
Home Investors. 


Keen interest on the part of com- 
pany executives and local agents is 
taken in the several proposed changes 
in the New York laws governing the 
operations of fire reinsurance compa- 
nies, and it’s a foregone conclusion that | 
the hearing scheduled to be held upon 
the subject at the New York City offices | 
of the State Insurance Department to- | 
morrow afternoon (Friday) will be} 
largely attended, and the arguments, | 
both for and in opposition to the sug-| 


gested bills, followed with the closest | 
attention. 

Of the two measures up for consider- | 
ation, one provides that fire reinsurance 
companies shall be privileged to write 
any kind of business authorized by 
their respective charters, while the 
other stipulates that home companies 
may own the capital stock of other ae 
porations engaged in similar lines of) 
business; privileges denied under the 
existing statutes. 

While it was at first assumed that 
the reinsurance measure was drawn up 
in the particular interest of a large Ger- 
man reinsurance corporation, which for 
years has had treaty contracts with 
American casualty as well as_ with | 
American fire insurance companies, the | 
impression now obtains that home capi-| 
tal is behind the move, and if the meas- 
ure be enacted into law at least one| 
large American general reinsurance 
company -will be formed. 

Growth of Reinsurance. 


Growth of the reinsurance business 
has. been one of the noteworthy happen- 
ings in fire insurance circles during the 
past few years, the aggregate premium 
income of such corporations in the 
United States during 1913 being very | 
close to $40,000,000. Practically every | 
fire reinsurance company operating 
here is of foreign birth, the only home 
institution of this character so far as| 
we can now recall being the Eagle Fire) 
of Newark, a late organization. 

While a number of the foreigners, 
such as the Cologne and the Skandia, 
have but one treaty each on this side of 
the water, others are credited with hav- 
ing as many as twenty or twenty-five, 
with a resultant multiplication of lia- 
bility. 

Aside from the fire insurance compa- 
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Fire Insurance 
Casualty & Surety . 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


Fire, Lightning, Windstorm, Automobile, 
Parcel Post, Tourists’ Baggage, Marine, 
Sprinkler Leakage, and Registered 
Mail Insurance 


pas Avoids controversies and disagreements if practicable; if not, 
pacifies or reconciles if possible; rectifies if justifiable, and 
never fights in court if preventable. 








ELBRIDGE G. SNOW, President 





Entered United States 
1866 


North British 
and Mercantile 


Insurance Co. 


Established 1809 


Since 18660, when the North British & Mercantile entered the United | 


States, 1,833. Fire Insurance Companies have failed or retired 
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CHECKS OPERATIONS 
OF CONCERN UP-STATE 


Insurance Department Investigators Go 
To Poughkeepsie to Watch Agents 
in Stock Selling. 








FARMERS NATIONAL LIFE NAMED, 


District Attorney Requested to Take 
Steps to Stop Alleged Violation of 





vestigators from the State 
| Department have been in this city look- 





. 








State Insurance Law. 


Specialto THE FASTERN UNDERWRITER 
Poughkeepsie, N. Y., March 4.—In- 
Insurance 


ing into the operations of certain men 
said to be representing the Farmers’ 
National Life Insurance Co. of America, 
|who are active here selling stock in 
the concern. It is said that the Com- 
pany has no license to operate in New 
York and is without authority to sell 
stock here as required by the insurance 
law. 

District Attorney Conger has been 
notified by the Insurance Department 
to take steps against the men who rep- 
resent this Company. One of them is 
clergyman and the 
McAllister, a salesman. 

Mr. McAllister, as salesman, has sold 
a large amount of stock in Poughkeep- 
sie. He has been soliciting on this stock 
for some time past with the aid of the 
clergyman, who has introduced him to 
his friends. 

That the 
ities feel that the 
name is withheld, 
is assured. 

On the 


a Poughkeepsie 
other named 


and State 
clergyman, 
acted in good 


county author- 
whose 
faith 
other hand, however, both 
men, it understood, are liable to 
prosecution for violation of the State 
| Insurance Law. The representatives of 
|the State Insurance Department were 
in the city investigating the facts in the 
| case. Both Mr. McAllister and the 
|} minister have had frequent conferences 
| with Distriet Attorney Conger 

| Extreme secrecy has surrounded. the 
two agents and but little 
}of the stcry leaked cut. about town. 
| Just what Mr. Conger will take 
jin the matter has not. béen definitely 
| decided by him as yet. 

The company which Mr. McAllister 
| represents is said to be a substantial 
}one and on a sound business basis, or- 
ganized in Indiana, but it is not licensed 
to sell stock in the State of New York. 


is 





| moves of the 


steps 





FIDELITY MUTUAL MEN GATHER. 


President Talbot at Albany Meeting 
of Eastern Agents—Greet fheir 

New President. 

| The eastern field men of the Fidelity 
| Mutual Life of Philadelphia, gathered 
|} at Albany Tuesday evening for a rally 
j}and greeting to their new president, 
Walter LeMar Talbot, who went to 
Albany for the meeting. Frederick A 
Wallis, manager at New York for the 
Fidelity Mutual was among the large 
number: of the ‘Company’s prominent 
field men who were in attendance. The 
New England representatives were 
also present in force. 
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January first? 





ASK OUR MEN THESE QUESTIONS: 








is your Company rigidly adhering to its announced program for 1914? 

Is a careful investigation made by the Home Office of every man who signs a contract? 
Is a bond required of every solicitor? 
Is a standard solicitor’s contract, with all commission rates, both new and renewal printed in, exclusively in use since 


Is this program already adding to the value of the Agency Service of the Company? 


Every Phoenix Mutual Man will answer ALL these questions—YES! 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 
JOHN M. HOLCOMBE, President. 





TO RECOVER FULL INTEREST 


COMPANIES MAY SUE RAILROAD. 








To Ask Interpretation of New York 
Railways Action in Cutting Down 
Interest Rate. 





The failure of the New York Rail- 
ways Company to pay the full 5 per 
cent. interest on its adjustment income 


bonds last year, has caused the life in- jf 


surance companies which are large 
holders of these bonds, to investigate 
the situation. It is considered prob- 
able that the matter will be brought 
before the courts to secure an interpre- 
tation of the status of the bonds, ac- 
cording to the opinion of the legal d2- 
partments of the big New York com- 
panies. A committee has been ap- 
pointed by the boards of the New York 
Life, the Equitable Lifs and the Metro- 
politan Life, composed of Darwin P. 
Kingsley, president of the (New York 
Life; Judge William A Day, president 
of the Equitable Life and Haley Fisk», 
vice-president of the Metropolitan Life, 
which will decide what action to take 
in the matter. The interest paid on 
the bonds last year was less than 4 
per cent. 

It is understood that the purpose of 
the committee is to have the courts-in- 
terpret the terms of the indenture se- 
curing the bonds, regarding the pay- 
ment of interest. she companies to 
gether own approximately $2,000,000 of 
these bonds and their position is that 
as trustees for the policyholders they 
are bound to recover the legal interest. 
The basis of the claim by the compa- 
nies will be that the full 5 per cent. 
should have been paid on the bonds in 
1913. It is contended that the inden- 
ture provides that the unexpected re- 
serve held for personal injury claims 
for any six months shall be auto- 
matically returned to income at the 
expiration of that time and shall be 
applicable to the payment of interest 
on the bonds. The claim of the com- 
pany is that such a procedure would 
De against its policy. 

It has announced as interest 2,345 per 
eent. for the six months, ending De- 
cember 31 last. The claim is made by 
a prominent banking house that no 
interest declaration would be satisfac 
tory if based on the present method of 
pookkeeping of the New York Raflways 
Company. 

In this connection it is stated that 
the firm of Swartwout & Appenzeller 
has been asked to act as proxy com- 
mittee at the next annual election to 
see that the bondholders have repre- 
sentation on the board of directors. 





The Old Line Bankers Life of Ne 
braska reports a settlement on a $1,000 
26 payment life policy the premiums on 
which amounted to $975.20 and the final 
eash payment on which was $1,398.34. 








NEW VICE-PRESIDENT 
OF FIDELITY MUTUAL 





| 





F. X. QUINN. 


SO-CALLED FRATERNAL “BENEFITS 





Aged Man Tells of Disappointments as 
Member of Order—How Benefits 
Disappear. 





| 

The following letter appeared in the’ 
New York Herald addressed to the 
editor. It tells a story that has long) 
been familiar to those who have ob- | 
served the results of fraternal insur- 
ance. 

“A fraternal society insured my life 
some twenty-six years ago for $2,000. 
At a fair average assessment | have 
paid in nearly double the amount. 
Under option, in hard times, I allowed 
$300 to be ‘charged up on my coffin lid,’ 
but I find that in the books the figure 
is $344. Had I died my beneficiary 
would have received, therefore, $1,655.47, 
instead of $1,700. Now comes the 
mystery of all. 

“I am informed that I can obtain se 
‘paid up certificate’ for one-half my 
present certificate, which by all the 
rules of right, should be $827.73, or half 
due my wife if I died to-day, but which 
the society tells me is $655.47. Instead 
of taking my lapsed ‘$344.53,’ from the 
$2,000 and giving the half they take 
it from the half. 

“As I am seventy-six years old, I had 
expected that the deduction of a couple 
of hundred dollars from my $1,700 
would have relieved me’ of further as- 
sessments, which are to me a crushing 
burden.” 





The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 





ELEVEN MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
“Do Things’’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 











GREAT SOUTHERN 
Life Insurance Company 


OUR RECORD 


HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 





OOMMENCED BUSINESS NOVEMBER 1, 1909 


. -™ GROSS ASSETS basis) 

ec. 31, 1 ey Ole oe $99 
Dec. 31, Toll 1'128.912-85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 
Dec. 31,1913 1,500,835.10 23,650,512.00 








FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - 


HOUSTON, TEXAS 








J. WARREN LYTLE DEAD. 





Former President of Standard Life of 
Pittsburgh Recently Resigned—Was 
Prominent Educator. 





J. Warren Lytle, reorganizer and 
president of the Pittsburgh academy 
and until recently president of the 
Standard Life Insurance Company of 
Pittsburgh, died last week from pneu- 
monia at the family residence, 28 
Marion street, Crafton, Pa. He was 
taken ill last Friday. He was born in 
Gastonville, where his ancestors settled 
before the Revolutionary War. He 
came to the Pittsburgh district when a 
young man and founded a private school 
in Oakdale. In 1882 he came to Pitts 
burgh and reorganized the Pittsburgh 
academy, which was established ia 
1785, had expanded into the Westera 
University of Pennsylvania, now the 
University of Pittsburgh. 


MEDICAL DIRECTORS IN TEXAS. 
Association Meets in Dallas and Hears 
Many Interesting Papers—Hold 
Round-Table Discussion. 








The Texas Association of Medical 
Directors, composed of the medical di- 
rectors of the various companies doing 
business in Texas, met im Dallas last 
week at the Adolphus Hotel. 

Papers were read by Dr. W. A. King 
of San Antonio and by Dr. C. M. Grigsby 
of Dallas. 

After these papers were read and 
discussed, the Association devoted the 
remaining portion of its time to a round- 
table talk, where the various subjects 
of special interest to the medica] di- 
rectors engaged their attention. 

The officers of the Association are: 
Dr. Whitfield Harral of Dallas, presi- 
dent; Dr. Edward Randall of Galveston, 
vice-president, and Dr. H. M. Smith of 
Dallas, secretary-treagurer. 
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HEADS FIDELITY MUTUAL LIFE 


FROM OFFICE BOY TO PRESIDENT. 








Walter LeMar Talbot Elected Chief 
Exectuive After Long Holding 
Reins as Vice-President. 





At a special meeting of the directors 
of The Fidelity Mutual Life Insurance 
Company, held February 24, Vice-Presi- 
cent Walter LeMar Talbot was elected 
to the presidency, filling the vacancy 
caused by the death on January 16, of 
L. C. Fouse, founder of the Company 
and for thirty-five years its president. 
F. X. Quinn, treasurer, was elected 
vice-president and treasurer, and sev- 
eral minor changes were made in the 
cfficial staff. 

Horatio Alger could not want a better 
theme than the career of the Fidelity 
Mutual’s new president. And in this 
day of big business, when the cyni:s 
complain that young men do not have 
the same opportunities as of yore, it is 
refreshing to meet these concrete illus- 
tiations that pluck and perservance con- 
tinue to cash in at their face value. 

Mr. Talbot entered the service of the 
Fidelity in January, 1882, as a boy of 
eleven. He has grown up with the 
Company, so to speak. is thoroughly 
conversant with its interests, and by 
dint of hard work and assiduos atten 
tion to self-improvement he has won 


his way to the topmost rung of the 
ladder, The presidency of a _ thirty 
million dollar corporation, witn $135,- 


000,000 of business on its books, is a 
goal well worth striving for. 

In his early years with the Company, 
and necessarily with but a meagre edu- 
cation, he showed an aptitude that at- 
tracted attention, and every opportunitr 
was given him to satisfy his thirst fou 
learning. The Company in those daya 
was comparatively small, the offices 
occupying only a few rooms, so that 
even the cffice boy came into close 
touch with its people and its problems. 

With the future brightening before 
him, this young man had the good sense 
tu see that if he would build any great 
success he must lay a substantial foun- 
cation. To get this, he entered a night 
school in Philadelphia, and afterward 
put himself in the hands of a private 
tutor. Some one has said, “A man is 
what he does in his spare time.” No 
better illustration of the truth of this 
could be found than in the life of 
Walter Talbot. 

From this small beginning Mr. Talbot 
made a steady advance through the de 
partments of the Company. He served 
for a time as manager of the Supply 
Department; next he was made office 
superintendent when the Company 
moved into its twelve story Head Office 
Building in 1896, and a few years after 
ward the Company turned his abilities 
into the producing end of the business, 
making him an agency director. He 
developed rapidly as an agency man 
and his success in this direction led 





Rose From Office 


Boy’ To Be President 








Romance of Modern Business 


World 














WALTER LE MAR TALBOT 
President, Fidelity Mutual Life Insurance Co. 








the Company in due time to create for 
him the office of second vice-president, 
to which he was elected in January, 
1903, being also made a member of the 
Board of Directors. 

A few years later, when it became 
apparent that the Fidelity’s interests in 
the Philadelphia Casualty Company 
were not being properly looked after, 
Mr. Talbot was made president of that 
corporation and assumed the burden of 
ix complete re-organization. He suc- 
ceeded in getting the company into ex- 
cellent shape and negotiated its sale, 


upon an advantageous basis, to one of 
the strongest bonding companies in 
America. During his connection with 
the Casualty Company, Mr. Talbot con- 
tinued to keep in close touch with the 
Agency Department of the Fidelity and 
promptly returned to active work in 
that branch as soon as the Fidelity in- 
terests in the Casualty Company were 
disposed of. 

Upon the death of Alexander Me 
Knight in 1911, Mr. Talbot succeeded 
tc the Vice-Presidency of the Fidelity 

(Continued on page 7) 


3 


‘OHIO FEDERATION TO MEBT 


GATHER TO-DAY AT CINCINNATI. 





Jesse R. Clark, President of Union 
Central Life Presides as Toast- 
master—Plan Big Membership. 





An important meeting of the Insurance 
Federation of Ohio will be held in Cin- 


cinnati to-night. Prominent insurance 
men from Chicago, Cleveland, Louis 
ville, St. Louis, Indianapolis, Toledo, 


Columbus and other Ohio towns are ex- 
pected to attend the banquet at the 
Metropole Hotel. This affair is to be 
an important event in insurance circles. 
Among the out-of-town insurance men 
will be E. V. Thompson, president, and 
O. P. Rutledge, secretary of the Missouri 
Insurance Federation; E. M. Heaton, 
president of the Indiana Insurance Fed- 
eration, and F. H. Hawley, president, 
and Lee Elliott, general counsei of the 
Ohio Farmers’ Insurance Company of 
Leroy, Ohio. An attendance of 300 is 
expected by the committee. 

Harry L. Davis, of Cleveland, chair- 
man of the board of the Ohio Federa- 
tion, will arrive in the city today to 
complete the arrangements with W. 8. 
Diggs, president. Jesse R. Clark, presi- 
dent of the Union Central Life Insur- 
ance Company, will act as toastmaster 
and the principal address of the evening 
will be delivered by A. I. Vorys, former 
State Insurance Commissioner. Other 
talks will be given by former Senator 
Foraker, former Governor Harmon, 
George Schneider, secretary of the 
Cleveland Athletic Club, and President 
W.S. Diggs. The banquet is the second 
in a series of eight in a campaign to 
increase the membership of the Federa- 
ticn to 10,0900. 


BUFFALO ASS’N ELECTS OFFICERS. 


Joceph E. Gavin New President and G. 
J. Eckhardt Secretary-Treasurer— 
Other Officers Elected. 

At the annual meeting and election 
of officers of the Buffalo Life Under- 
writers’ Association in the Chamber of 
Commerce, fifty-three members of a 
total of eighty were present, and elected 

these officers: 

Joseph E. Gavin, president; P. G. 
Lapey, first vice-president; D. W. Cher- 
rier, second vice-president; G. J. Eck- 
hardt, secretary-treasurer. The installa- 
tion was immediately held. 

These members of the executive com- 
mittee were chosen: C. F. Adams, C. 
D. Buckpitt, G. R. Jones, W. A. Me- 
Cormick and W. J. Shepard. 
CONNECTICUT MUTUAL ELECTION. 

At the meeting of the directors of 
the Connecticut Mutual Life Insurance 
Company John M,. Taylor wag re-elected 
president and Henry S. Robinson vice- 
president. The other executive officers 
hold their places without annual elec- 
tion 











No Business Offers Such Opportunities 


for development and growth of selling 


powers as Life Insurance. 


AGENTS WANTED 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Incorporated as a Stock Company by the State of New Jersey 





Home Office, NEWARK, N. J. 
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HAS ITS PLACE IN_ SOLICITING. 





Valuable Adjunct that Most Agents Re- 
gerd as Obstacle May Be Made 
An Advantage. 





Many life insurance salesmen erro 
neously regard the medical department 
of their company as the greatest hin- 
drance to their business, and the nec- 
essity for a medical examination as a 
serious obstacle. They merely estimate 
that without medical selection they 
would have so many more accepted 
applications and so much more com- 
mission. A writer in The Northwestern 
National Agent tells a few of the many 
ways in which the medical departmeat 
and the principles of medical selection 
can be utilized by the agency force. 

Rejections Essential. 

Primarily, don’t forget that the haz- 
ard of human life involved in the prob- 
ability of the unexpected development 
of seme serious or fatal diseas2, he 
says, is a fundamental factor in the 
writing of every policy. If there was 
not a considerable likelihood that a 
Man would become impaired bofore say 
60 or 70, “the allotted time of man,” 
no one would apply for insurance. Ac- 
cident insurance would cover the needs. 
The probability of every one dsvelop- 
ing some serious impairment prior to 
60 is the incentive for protection—but 
at thos same time it carries the in- 
evitable corollary that a medical ex- 
amination will reveal an impairment 
in a certain proportion of all applicants 
examined—the percentage depending 
upon the social status, habits, age, sox, 
famiiy history, build, etc., etc. Keep in 
mind when you have a rejection that 
the occurrence of physical impairments 
is necessary to your business—it’s 
like a rainy day, unpleasant perhaps, 
but necessary in order that the sun- 
shine may be effective. 

Knowledge of Impairments Saves Time. 

Ottain as definite knowledge as 
possitle of the aim of medical selec- 
tion, its principles and the general 
rules underlying the action of the medi- 
cal department. It will guide your 
soliciting into the most profitable chan- 
nels, and it will save you time which 
is valuable to you and to the company. 
Keep in mind the physical impairments 
which may prevent your prospect be- 
ing accepted on standard forms, and if 
you cannot interest an impaired risk 
in a policy the company will issue, spend 
your time on a man who will pass. 
Don’t forget that a prospect must not 
only be sound physically, but must be 
up to a reasonable average morally 
and financially. Just as the poorest 
risks physically are the easiest to 
close, so the most worthless men fin- 
ancially are tLe readiest to put their 
names to a note, and the larger the 
amount, the readier they are. They 
appreciate th: implied compliment. 

Medical Examiner Can Help. 

Cultivate the local examiner along 











get the best results. Companies solicit 
and are obtaining the confidence of 
their examiners, and sooner or lat3r 
they will express the resentment they 
feel at such unfair methods, and the 
standing of the agent is prejudiced at 
the home office. Furthermore, he can- 
not expect the active co-operation of 
the examiners, and don’t overlook the 
assistance the examiner can be to you 
if you have gained his confidence and 
his cordial support. He can and will 
suggest prospects, assist you in com- 
pleting obstinate cases, reassure the 
hesitating or doubting Thomases, make 
examinations at inconvenient hours 
and places, hurry additional informa- 
tion, and will take interest in clearing 
up questionable features of the sx- 
amination. 
Free Examination Inducement. 

The medical examination itself can 
be made an inducement for closing. 
More and more men are now obtaining 
regular annual or semi-annual medical 
examinations to determine their con- 
dition of health. If an insurance ex- 
amination is worth $5 to the company, 
it is certainly worth as much to the 
applicant. It is frequently of inecal- 
culable benefit to him, pointing out a 
beginning disease which he can still 
arrest or cure. The expert medical 
opinion free of cost is a strong adjunct 
to the protection. 

Free Medical Advice to Policyholders. 

The company has a strong interest 
in the continued health of its policy- 
holders. All policyholders can obtain 
free unbiased medical advice for them- 
selves and their families from the 
medical department. The Northwestern 
National News devotes a page of each 
issue to advice on health and sanita- 
tion, and all inquiries on these sub- 
jects addressed to the home office are 
promptly and cheerfully answered. This 
service which our policyholders obtain 
free is costing other men from $20 to 
$50 a year. A policy in Northwestern 
National gives an assurance of pres- 
ent good health and carries the privilege 
of free medical advice for life. 

Men Should Apply While Young and 

Healthy. 

Urge your prospect not to delay, as 
ten per cent. of persons in apparent 
health have already developed an im- 
pairment. Even a short delay may 
show an impairment which would deny 
him protection. Every man _ should 
carry the maximum amount he can af- 
ford before he is thirty-five. Beyond 
thirty-five, impairment occurs with in- 
creasing frequency. The percentage of 
diseased kidneys and thickened arter- 
fes beyond forty is high, and steadily 
increasing. 





TALK SOCIAL INSURANCE. 
The American Association for Labor 
Legislature held a meeting in City Hall, 
New York, last week, and discussed the 


question of social] insurance. 





OF VICTIM’S LIFE INSURANCE. 





New Jersey Supreme Court Holds That 
Conditions of Contract Were Com- 
piled With in Novel Case. 


In an opinion filed in the New Jersey 
Supreme Court at Trenton, the judg- 
ment of the first judicial district of 
Essex County was affirmed in allowing 
Angelo Cerciello $500 on a policy in the 
Metropolitan Life Insurance Company. 
Cerciello has been convicted of the 
murder of his wife, and is now in the 
death house at the State prison await- 
ing the decision of the Court of Errors 
and Appeals on the wri of error taken 
out by him to save his life. The Su- 
preme Court decided that he was en- 
titled to the insurance that became due 
with the death of his wife. 

The Company refused to pay the 
amount of the policy until the charges 
against Cerciello had been legally dis- 
posed of. The only substantial ques- 
tion presented and argued was whether 
the attitude of the defendant company 
constituted a waiver of the proof of 
death called for by the policy. The trial 
court found as facts that the policy was 
tendered to the insurance company 
with sufficient evidence of the death of 
the insured as required by the contract, 
and that after retaining the policy for 
a period the defendant returned it, re. 
fusing payment until the plaintiff's in- 
nocence of his wife’s death would be 
established. 

Commenting upon this phase, the Su- 
preme Court had the following to say: 

“We think that these facts were suf- 
ficient to warrant the trial court in con- 
cluding that the defendant had waived 
formal proof of the death of the assured, 
as required by the policy, and that 
its payment of the amount claimed was 
not dependent upon proof of death, but 
upon another circumstance, which un- 
der the proof does not figure in this 
case or thereupon the defendant’s lia- 
bility. This situation presented at 
least a mixed question of law and facts, 
which under the familiar rule we are not 
called upon to consider. The judgment 
will be affirmed with costs.” 





WESTERN UNION LIFE ELECTION. 
The Western Union Life recently held 
its annual election of officers with the 
following results: R. Lewis Rutter, 
president; C. W. Winter, vice-presi- 
dent; R. Insinger, vice-president; W. M. 
McConnell, general manager; Charles. 
Timblin, assistant general manager; J. 
N. Wright, secretary; F. H. Clausen, 
assistant secretary; Dr. C. S. Kalb, 
medical director and Paul L. Woolston 
consulting actuary. Three new trustees 
were elected as follows: J. P. Mc- 
Goldrick, lumberman, R. B. Paterson, 
president large mercantile establish- 
ment, and W. G. Graves an attorney. 
Of the 2,000 shares of stock in the 
Western Union, 1,652% shares were 
represented at the meeting. 


Important Announcement 


We believe that Union Central Policies are the easiest in 


the world to sell 


—and we are going to show you why in the columns of this 


magazine, each month. 


Why you can sell more insurance— 
—Why you can write business that here- 
tofore you have not been able to close. 


Watch for the 
Che Union Central Life Insurance Company 


Union 


OF CINC 


Jesse R. Clark, Pres 


Beautiful offices for re 


Central Building, Cincinnati 


Central Advertisements 


INNATI 


Allan Waters, Sup’t of Agents 


nt in the new Union 
Write for details 





MICHIGAN 
STATE LIFE 


DETROIT 
Insurance in force 
over 


$9,000,000.00 





Offers unexcelled Policies and 
splendid commission contracts 
direct with the Company to agents in 


OHI0---MICHIGAN---INDIANA 











UR direct contract system 
places the Company in 
absolute touch with the individ- 
ual agent, consequently merit is 
recognized. Several good open- 
ings are available for men who 
have had experience in handling 
men and developing territory. 


Are you interested ? 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 
W.C. BALDWIN, HOWARD S. SUTPHEN, 
President Director of Agencies. 
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Favorable Mortality 
—aAND— 
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Provident Life 
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Rates of Premium Extremely Low 
and still further reduced by 
Annual! Dividends. 
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INSURANCE. AS A LIFE WORK 


ATTRACTIONS “FOR YOUNG MEN. 





Many Reasons Why Life Insurance 
Career Has Advantages Over Other 
Professions and Occupations. 





There seems to be a very noticeable 
tendency on the part of the most pro- 
gressive companies to prefer young men 
even without experience in life insur- 
ance work, in building up th2ir field 
forces. Many managers and general 
agents realize that there are advantages 
in this practice and are endeavoring 
to secure young men for their egencies 
who are willing to devote their lives to 
a life insurance career. This raises 
the important question, What induce- 
ments can be offered young men to 
enter life insurance instead of other 
professions or occupations? Some ad- 
mirable thoughts along this line were 
recently given by Emory E. Herr, of 
the Standard Life of Pittsburgh, in 
which he said: 

“I was asked a few weeks ago by a 
young gentleman to whom | was talking 
agency, my reasons for advising a 
young man just beginning busi- 
ness career to s2lect the life insurance 
business as his avocation. 

“In the first place other things be- 
ing equal the business that offers the 
greatest opportunity for advancement 
would naturally offer the greatest 
attraction to the man looking 
for a life work. Now let us s2e the 
opportunities in this line of business. 
By advancement I mean many things 
beside the mere making of money. A 
man may acquire wealth and still be 
a miserable cur, but a man does not 
acquire knowledge, the right kind of 
knowledge, the wisdom cf life without 
expressing it in his nature an? affect- 
ing his envirorment. 

“The life insurance man has all the 
opportunity in the world for broaden 
ing his nature and the scope of his 
capabilities. He is constantly meeting 
different mentalities and battling with 
them. This to a keen mind is a de- 
light. a recreative exercise and sure 
growth. You cannot help learning 
something all the time if you keep con- 
stantly rubbing up against new people, 
new arguments and new ideas. 

“There is nothing humdrum about 
the work, it has all the charm of 
variety from day to day, so many men, 
so many opinions and each man must 
be handled differently from his neigh- 
bor so the life agent who follows his 
work in the best way and with the 
highest aim, comes in time to be a 
diplomat as well as a man of bright 
mentality and keen judgment. 

“He forms a broad acquaintance. It is 
his business to do so and therefore the 
circle of his friends widens and widens 
and consequently the circle of his in- 
fluence and the sphere of his effective- 
ness. He grows to be very much alert 
and alive. He has to be. He reads 
of some happening in the morning 
paper and gces right out and takes ad- 
vantage of it. He keeps up to date 
he has no time to go to sleep “on the 
job.” His neighbor may. behird the 
counter or the clerk, grow s'ver'sh an 
stupid, but he cannot or he will quit 


8 
nis 


advancing. He acquires a general 
knowledge of business in the course 
of time that separates him by a wide 
margin from the man who gets into one 
line of thought and stops there. 

“In seeking to make himself accep- 
ably entertaining to a prospect he 
learns as much as he can about the 
business of the man and this adds one 
more contribution to the general fund 
of knowledge that is making him an 
all around man. 

“I heard of one successful agent who, 
many a time while waiting in an outer 
office for an interview looked over the 
business man’s trade journal which he 
found lying there and picked up some 
information from it which gave him a 
suggestion for the argument by which 
he closed the case. 

“This business makes a man a clear 
thinker and a good talker. No man can 
be very successful in it unless he talks 
well and no man can talk well unless 


he thinks clearly. Bacon says: ‘Talk- 
ing maketh a ready man.’ So life in- 
surance maketh a ready man. He is 


ready at all times with an argument, 
ready to take advantage of any open- 
ing, ready to discuss almost any ques- 
tion for the sake of policy or expedi- 
ency, ready to put the pressure on 
when he sees the proper moment. He 
is ready also to take in and assimilate 
all the helpful suggestions that he is 
getting from day to day. 

“It is the fool that thinks he knows 
it all and that his way is the only 
way. The wise agent learns to sift 
things quickly and retain and use for 
his own purpose anything that can be 
made to work for his good. He be- 
comes besides this a well trained men- 
tal man if he uses his information in- | 


telligently—and he corld not be prop- | 
erly balanced if he did not—a man 
who knows how to take his | 


pleasures rationally and a popular man} 
in the present sense of the word. He 
learns to play a good game of tennis, | 
or golf, or to fish or hunt because he} 
wants to cultivate the acquaintance of 
some one who does one of these things 
and thus he is steadily adding to his} 
accomplishments. 

“His occupation is a healthy one be- 
cause it gives him much opportunity 
to breathe in the air and sunshine and | 
the activity of his profession, phy sical | 
and mental, keeps him in good condi- 
tion. He is not confined within four | 
walls as the majority of business men 
are from morning till night with only 
a breathing spell on Sunday. He gets 
pure oxygen and a reasonable amount 
of exercise all the week. 

“He is his own master.’ There is no 
one to say to him, do this or do that. 
Master of his own destiny! Think of it. | 
The only trouble I have found with | 
him on this score is that generally he | 
does not know it, although one can} 
hardly understand how he could be 
ignorant of it, but he is learning and 
for this We are thankful. But the one 
advantage he possesses, which in my 
opinion outweighs every other, lies in 
the fact that he can make his oppor- 
tunities. In other words he does not 
have to wait for people to come to him, 
he goes to them. He does not have to 
sit in his office as the lawyer or the) 
doctor does and ‘vait for them to come 
end ask bis advice. he can go right out 
rd hurt vp clients and get their busi- 
ness. 
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“That this very advantage is a ‘Bug- 
bear’ and a ‘Stumbling Block’ to some 
men I cannot deny. A man wo hesi- 
tates to go into the life insurance busi- 
ness because he cannot be2ar the 
thought of approaching people, has an 
altogether wrong idea of the business 
and unless he changes that thought he 
had better stay out of it. The man 
who cannot see that it is to his great 
advantage to be able to take the initia- 
tive is not enough of a thinker to suc- 
ceed in this business. It is the weak 
mind that shrinks from meeting people, 
the strong mind finds in it the recrea- 
tion and enjoyment 
healthy growth. 

“Someone may suggest that the sales- 
man in any other line of business gets 
all these advantages and opportunities 
just as much as the salesman of life 
insurance. That is a mistaken idea for 
two paramount reasons. First—The 
man who travels for a clothing house 
or represents a special kind of mer- 
chandise meets only the people who 
handle his line of goods. The life in- 
surance man meets all classes and has 
something to interest them all. Sec- 


ondly—The same amount of effort is 
much better compensated in a pecu- 
niary way in the life insurance busi- 
ness. 


“I would not have you infer from this 


that I regard money as the highest 
good. but it is necessary as a means to 
an end. More money means more cul- 
ture, more refinement, better educa- 
tion, broader knowledge. I could go on 
almost indefinitely with reasons why | 
think this business ‘Par Exc=>llence’ 


(Continued on page 9.) 


which makes for 


GREATEST 


ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 





WILL PAY THEM WELL 








a eonfidence apparently well 


“The treatment of policy-holders has been fair 
and claims have been promptly paid. 
that the Company enjoys the confidence of the insuring 
deserved.” 


Extracts from Report of Examination of 
SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably 
all its records are in excellent shape. 


managed, and 
and equitable 
Evidences are not lacking 


public, 
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as a representative of the 


pany in America’’ will 


Impregnable Strength 





For 


Oldest Life Insurance 


prove 


The Mutual Life Insurance Company 


of New York 


Terms to Producing 


Com- 


your best introduction 


Incomparable Dividends 
Maximum Benefits 


Minimum Net Cost 


Igents, Address 


| GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N. Y. 














the sun shines every day ; 


individuality at its full value. 





~« - 


Solicitors are like gizzards, no good without grit. 
ment and connect with some young company where you can find a future worth considering ? 
you have always traveled i in, and look out into the wide world, you lack grit to make the first step, don’t you ? 
spring of success, but a mainspring has no force unless you wind it up. 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
where frosts are few and a freeze almost unknown. 
where a competitor does not lurk 
If you have the grit to make a change and a reasonable 


where the roses bloom perpetually ; 
good position in a state where only eleven companies wrote as much as a million 
behind every bush, and the first wail of a new born infant is not “bard times.” 


mean the realization of all your dreams. 
The president of this Company is W. T. Crawgorp ; 
Superintendent of —— J. F. WELLINGTON, all of Shrev e] ort, La. 


each last year; 


Grit is the key with which you can do the winding. 


How many times have you promised yourself to cut loose from your present environ- 
When you climb to the top of the rut 


Ambition is the main- 
Jf you 


You can secure a 


‘amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapi¢ly as you are entitled to it and the capitalization of your 
Vice-President and General Manager, L 


D. Prewitt ; 
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INCOME TAX AND ITS ERFRCT 


ON DIVIDENDS AND ANNUITIES. 








Penn Mutual Life Discusses Phases of 
the Law Applicable to Life 
Policyholders. 





The Penn Mutual Life of Philadel- 
phia has sent to its representatives a 
letter of instructions in regard to the 
application of the income tax to divi- 
dends and annuities, in which the con- 
ditions are explained as follows: 

“An abatement of premium mis- 
called a ‘dividend,’ is not taxable under 
the Income Section of the Tariff Act 
of October 3, 1913, the law relating 
thereto reading: 

“ ‘Life insurance companies shall not 
include as income in any year such 
portion of any actual premium receiv- 
ed from any individual policyholder as 
shall have been paid hack or credited 
to such individual policyholder, or 
treated as an abatement of premium 
of such individual policyholder. within 
such year.’ 

“Such a dividend, therefore, need 
not be included in the return of an in- 
dividual, as it is not part of his in- 
come. For example, a member agrees 
to pay a premium of $100, which be- 
comes a portion of the company’s in- 
come and is included in its return to 
the Government; at ths end of the year, 
it having been ascertained that the 
cost to carry the insurance was $90, 
the member is credited with th2 ex- 
cess payment of $10, and the follow- 
ing year instead of paying $100 he 
pays the company but $90. 

“The present interpretation the 
Tax Law as applied to annuities is that 
payments of that class arising under 
our policy contracts should not be in- 
cluded as income by an individual. 

“The regulations of the Treasury De- 
partment and published impressions of 
its officials to date indicate that the 
Department does not consider life an- 
nuities subject to the tax. Paragraph 
B, Section 2, of the Tariff Act of Oc- 
tober 3, 1913, reads in part as follows: 

‘Provided, That the proceeds of life 
insurance policies paid upon the death 
of the person insured, or payments 
made by or credited to the insured on 
life insurance, endowment or annuity 
contracts upon the return thereof td 
the insured at the maturity of the term 
mentioned in the contract, or upon 
surrender of contract, shall not be in- 
cluded as income.’ 

“Considerable correspondence has en- 
sued, and in a recent communication 
to one of our general agents the sec- 
retary says: 

“ Tt is not the intention of the man- 
agement to send these letters broad? 
cast, for the reason that only a small 
percentage of our members is !nterest- 
ed. The letters were sent with the 
thought that you could use them as the 
basis of a letter to those of your clients 
who make inquiry as to the features 
mentioned. As a general proposition 
we do not care to construe the law for 
our membership, as that would be out- 
side our province; but to those who 
are interested enough to inquire we 
would not object to giving our views, 
which, of course, might be subject to 
change under further rulings of the 
Revenue Department. 

“ ‘So far as the dividend circular is 
concerned, we feel certain of our posi- 
tion. As for the annuity circular, we 
have given our interpretation of the 
law, but in the event that a contrary 
view be taken by the Revanue Depart- 
ment we would expect you to keep 
copies of your letters to annuitants, so 
that if; advised by us of a contrary 
ruling you could in turn advise those 
to whom you had written.’ ” 


of 


AMERICAN NATIONAL OF TEXAS. 

The new year starting cff most 
auspiciously for the American National 
of Galveston. All departments are show- 


ing stupendous gains over last year. 
R. M. Malpas, agency manager of th2 
Ordinary Department, reports $1,800,- 
000 of business for January and Feb- 
ruary, a gain of about 75 per cent. oevr 
the same two months for 1913. 





EQUITABLE SUES UNION PACIFIC. 





Friendly Action to Determine Rights of 
Preferred Stockholders in Stock 
Distribution. 





The Equitable Life of New York has 
started suit in the New York State 
courts against the Union Pacific to re- 
strain it from distributing its $82,000,000 
Baltimore Ohio, stocks and the cash 
payment proposed in the extra dividend 
to holders of its common stock. The 
Equitable will bring the suit as the 
holder of $1,618,000 of Union Pacific pre- 
ferred. It is also a heavy holder of 
Union Pacific bonds of which it owns 
about $14,000,000. 

It is understood that the action is in 
the nature of a friendly test of the rights 
of the preferred stockholders in the pro- 
posed distribution. 

A suit by several small holders of the 
preferred stock has been brought in the 
Supreme Court and is pending. 





MAYOR MISSED LIFE BANQUET. 





Started for Underwriters’ Gathering 
Going to Waldorf-Astoria Instead 
of Hotel Astor. 





At the annual banquet of the life 
Underwriters Association of New York 
last week, there was general r2gret 
at the absence of Mayor Mitchel, whom 
President Edward W. Allen was confi- 
dent would attend and make an ad- 
dress. Mr. Allen, who is a fri2nd and 
political lieutenant of the Mayor’s, 
learned the next day that Mayor Mit- 
chel, in company with his secretary, 
had gone from a meeting at Thirty- 
fourth street, to the Waldorf-Astoria 
having mistaken the hotel, the banquet 
of the Association being held in the 
Hotel Astor. The Mayor expressed to 
Mr. Allen his disappointment at the 
unfortunate mistake. 





THEY LIKED LOCKYER’S NERVE! 





So the “Horne State” Managers of the 
Illinois Life Have Challenged 
the Entire Field Force 





The plans of the Illinois Life of Chi- 
cago to have $75,000,000 on its anni- 
versary date this year brought a chal- 
lenge from Mark B. Lockyer, manager 
at Philadelphia, in which he offered to 
enter a contest in which the agency 
of Lockyer & Atwood would pit itself 
against all the agencies of the home 
State, Illinois on the ore hand and 
all the agencies in other states to- 
gether forming a third group. 

The Illinois managers considered 
that Mr. Lockyer had some nerv2 to 
give that challenge and in return they 
have offered to produce and pay for 
more new business than Pennsylvania 
and all the other States together, six 
in all, including Michigan, Missouri, 
Kansas, Oklahoma and Georgia. The 
contest ends May 31. Each member of 
the winning side is to be given an at- 
tractive souvenir, the cost to be borne 
by the losers. 





PENN MUTUAL MEN ADVANCED. 


The office of assistant secretary of 
the Penn Mutual Life made vacant by 
the death of H. P. Gardner has been 
filled by the promotion of Sydney Allen 
Smith, who has been in the Company’s 
service since 1890 and cashier since 
1903. Mr. Smith is succeeded as cashier 
by Charles Hall, who has been in the 
secretary and treasurer’s department 
since 1890. | 

The Vermont commission on work- 
men’s compensation held a meeting at} 
Bennington a few days ago. Speeches 
were made by several State officials. 





NORTHWESTERN AGENTS MERT! 


BRISTOL AGENCY’S LIVE DINNER. ' 
Jno. I. D. Bristol’s Force Gather “i 
Celebrate Fine Record for Year— 
Have Interesting Program. 











A pleasant life insurance gathering 
was held Saturday evening, at the 
rooms of the Mid-Town Association, 45 
East 25th street. This was a dinner 
given by Jno. I. D. Bristol, manager for | 
the ‘New York city agencies of the | 
Northwestern Mutual Life to his agency | 
force. Eighty-five of Mr. Bristol’s busi-} 
ness associates were present. The| 
evening was one of enjoyment and in-| 
struction. 

The toastmaster was August Rosen-} 
berg, who filled this trying position in| 
the most acceptable manner, his novel | 
humor being a very marked feature | 
and repeatedly convulsing his brother 
agents with laughter. | 

F, A. J. Hering, assisted by Charles | 
A. Dall and Walter 8B. Quinlan, per- | 
formed their duties as Reception and | 
Seating Committee in the most satis- | 
factory manner. i 

T. A. Peyser, as chairman of the Fun | 
and Jolii:xy Committee, assisted by H. | 
Schuyler Horn and E. M. Carroll, in- 
troduced many novel features of in- 
structive life insurance humor. 

F. H. Gregory, as cnairman of the 
Speakers Committee, assisted by J. E. 
Girvin and Isidor Strauss, made a wise 
choice in the following speakers: Dr. 
Howard Travell, whose remarks 
brought the medical and life insurance 
branches of the business more closely 
together; Herman Duval, who greatly 
encouraged his brother agents with the 
statement that 21 days of February 
constituted his most successful month 
in the business of life insurance, with 
over $350,000 of business secured; and 
General Agent Bristol, who gave some 
facts relative to the recent very 
marked increase in the business of the 
general agency, denied very emphati 
cally reports of any intent on his part 
to leave the business of life insurance, 
and concluded with some remarks on 
“The Psychology of Life Insurance,” 
tracing the mental development that 
has most to do with the business, from 
primitive man to the cultivated insur- 
ance agent found only under a system 
of general agency protection, which 
rigidly confines the payment of life in- 
surance commissions to life insurance 
men. 

The musical program was in charge 
of I. I. Messing, as chairman, and the 
entire musical talent was supplied by 
the agency, the principal participants 
in addition to Mr. Messing—well 
known for his musical ability—being 
Solon E. Davis, Duncan Miller and 
Morris Underhill. 





J.T. SHIRLEY AGENCY SUPERVISOR 
At a convention of the Central Penn- 
sylvania agents of the Equitable Life 
Assurance Society of the United States, 
held in the Commonwealth Hotel, Har- 
risburg, attended by Edward A. Woods, 
manager and Wm. M. Duff, super- 
intendent, both of Pittsburgh, the ap- 
pointment of John T. Shirley as super- 
visor of agents for Dauphin and fifteen 
adjoining counties was announced. 

Mr. Shirley comes to Harrisburg from 
Pittsburgh with an excellent record 
as a life insurance man. He was for- 
merly a student at Bucknell University. 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


The fifty-fourth annual statement 
of the Home Life Insurance Com- 
pany, of which George E- Ide 
president, appears in the Herald's 


is 


advertising columns this morning. 
It shows substantial progress along 
conservative lines. Assets increased 
during the year to more than $29,- 
000,600, after paying to policy- 
holders nearly $3,000,000, includ- 
ing $540,000 in dividends. The in- 
surance in force is more than $1 16,- 
000,000, being an increase during 
the year of nearly $5,750,000. 

New York Herald, January 22, 1914 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to’offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium Reduction. 


Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cost. 











E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 








W. D. Wyman, President 





i ae : am 
New policies with modern provisions 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


Attractive literature 


W. S. Weld, Supt. of Agencies 
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VACATE UNION CENTRAL SUIT 


BELL CASE TO COME UP AGAIN. 








Ohio Supreme Court Renders Decision 
Which Reopens Action on Stock 
Dividend Distribution. 





According to a decision of the Ohio 
Supreme Court in the suit of James G. 
Bell of Cleveland to restrain the Union 
Central Life of Cincinnati from paying 
a dividend of $400,000, the recent de- 
cision in favor of the Company by the 
Circuit Court is vacated and the suit 
will have to be tried again. In the 
original suit the plaintiff, bringing the 
acticn in the name of policyholders 
sought to prevent a portion of the sur- 
plus being paid out to stockholders on 
the grounds that the surplus was the 
property of policyholders. 

A suit had been brought by the attor- 
ney general at the instance of the in- 
surance commissioner to prevent the 
stock dividend, and this was decided 
in the Company’s favor. Later James 
G. Bell started another action on the 
grounds that he had a right as a policy- 
holder to start an independent suit. 

The by-laws of the Union Central pro- 
vide that the stockholders are entitled 
to dividends of ten per cent. out of the 
general profits of the business, but no 


further dividends except from “the 
profits derived from policies without 
profit to the policyholders.” The divi- 


dends paid policyholders are limited to 
“the profits arising from the mutual 
business.” 

In the action brought by Mr. Bell it 
was claimed that the Company was in 
effect mutual except for the ten per 


cent. dividend on its paid-up capital of 
$100,000. On this argument it was 
claimed that the $490,000 of surplus 


would be paid to stockholders without 
any return to the Company. 

The court held in the previous action 
brought by the State that the profits 
of the non-participating business at the 
time of the apportionment of the funds 
was largely in excess of the stock divi- 
dend declared, and that the Company 
was within its rights in declaring the 
stock dividend. 


FIDELITY MUTUAL’S NEW HEAD. 
(Contin 





ied from page 3). 


and assumed full charge of the Com- 
pany’s agency force. ‘rhe stirring 
activities of field work have always 
appealed to him and it is understood 
that notwithstanding his elevation to 
the presidency he will continue to de- 
vote a large part of his time to this 
Lranch of the business. 

Upon assuming the vice-presidency 
his executive abilities were soon put 
to the test. President Fouse only a 
short time before had suffered a stroke 
of palalysis, and he was rapidly get- 
ting to the point where it became a 
physical necessity that he relinquish 
many of his responsibilities. The 
facility with which Mr. Talbot took over 
the burdens of his disabled chief and 
discharged the onerous duties which 
devolved upon him under the circum- 
stances, left little doubt as to his as- 
sured succession to the presidency. 


F. X. Quinn, Vice-President. 


F. X. Quinn, who succeeds to the 
vice-presidency of the Fidelity, also 
has devoted the best years of his life, 
to the Company’s service. Mr. Quinn 
was born in Philadelphia, July 29, 187. 
He was educated in the public schools, 
after which he entered the service ot 
the Pennsylvania Railroad Company, 
as a clerk. On January 2, 1891, he re- 
signed to accept « position as secre- 
tary to the treasurer of the Hidelity 
‘Mutual Life Insurance Company. He 
was promoted to the office of assistant 
secretary in 1896, and in190/ was 
elected Treasurer and a member of the 
Board of Directors. 

Like Mr. Talbot, Mr. Quinn devoted 
his leisure hours to self-improvement, 
turning his attention to the study of 
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law. He was admitted to the Phila- 
delphia bar December 29, 1902. 

For a number of years Mr. Quinn has 
been in full charge of the Company’s 
large investment interests. 

J. B. Franks, for a number of years 
past assistant actuary of the Fidelity 
Mutual Life, has been made actuary. Mr. 
Franks came with the Company ag an 
agent at Baltimore in 1898 and was 
called to the home office the following 
year. Mr. Franks is a member of the 
Actuarial Society of America. 





HARTFORD INSTITUTE LECTURES. 





Annual Banquet to be Held March 9— 
Prof. Irving Fisher a Speaker— 
Lectures This Month. 


Last Wednesday Richard H. Cole, as- 
sistant secretary of the Connecticut 
General Life delivered the lecture be- 
fore the life department of the Hartford 
Institute. Yesterday O. M. Thurman, as- 
sistant secretary of the Phoenix Mutuar 
Life, addressed the Institute on “The 
Relation Between the Home Office and 


the Field.” At the following meeting, 
cn March 11, the members will hear 
a talk on “Group Insurance” by B. D. 
Flynn of the Travelers. 

The annual banquet of the 'nsurance 
Institute will take place at the Hotel 
Bond on the evening of March 9. The 


president of the Institute, Louis N. Den- 
niston, will act as toastmaster. The 
principal speakers of the evening will 
be Professor Irving Fisher of Yale Uni- 
versity and C. I. Hitchcock, president 
of “Insurance Field,” of Louisville, Ky. 
Provision is being made for 200 mem- 
bers of the institute. 


BILLS UP IN MASSACHUSETTS. 


Hearings on Policy ) Loan Measure and 
Bill for Amortization of Company’s 
Securities. 





The bill recommended by Insurance 
Commissioner Hardison that policies of 
life insurance issued or delivered in 
Massachusetts shall contain a provision 
allowing the company an option of 60 
days in granting loans, other than for 
the purpose of paying premiums on 
policies and for a change in valuing 
bonds for a market standard to an 
amortized basis, was given a hearing 
last week by the joint Committee on 
Insurance. 

Executive officers from all the insur- 
ance companies in the State appeared 
in support of the bill. 

President Wyman of the Berkshire, 
Vice-President Crocker and Guy W. Cox 
for the John Hancock, Chandler Bullock 
for the State Mutual, Assistant Actuary 
Angell for the Massachusetts Mutual, 
President Childs and Vice-President 
Jchnson of the Columbia National, and 
F. H,. Nash supported the measure. No 
one was heard in remonstrance, al- 
though it is understood that W. A. 
Morse, for the New York Life, intends 
to be heard in opposition to the feature 
providing for the deferment of loans. 





WINS SUIT AGAINST AVIATOR. 





Legal Victory for Aetna Life in First 
Action Under Policy Cover- 
ing Airman. 





The Appellate Division of the Su- 
preme Court of New York has reversed 
the judgment of the lower court in the 
suit of Albert N. Ridgely against the 
Aetna Life Insurance Company. 

The suit was said to be the first that 
has ever been brought by an aviator to 
recover under an accident policy. 
Ridgely took out a policy in the Aetna 
on June 12, 1911, providing for the pay- 
ment of $150 a week in case of his dis- 
ability. A month later he was injured 
while operating an aeroplane. Ridgely 
was a writer on financial subjects, and 
one of the defenses of the company 


was that nothing was said in the appli- | 


cation about aviation, and that for the 
small premium it could not contemplate 
the flying machine risk. 


A DRAIN ON POLICY HOLDERS 


PAYS BIG TAX UNDER PROTEST. 








Northwestern Mutual Life Assessed 
More Than Half-a-Million by Its 
Home State. 








The Northwestern Mutual Life of | 
Milwaukee, has just paid into the State | 
treasury On account of its annual State | 
tax, the sum of $530,395.22. The Com-| 
pany filed with its check a formal pro- 
test against the tax. 

The payment was made under the! 
same protest ag made by the Company | 
last year, it being claimed that the law | 
is unconstitutional. The Company has 
instituted a suit against the State on | 
account of previous payments, which | 
suit is now pending. 

This year’s payment is an ieahines! 
of $24,750 over the tax for the previ- 
ous year. The tax is payable on the 
total gross income of the Company 
which is ag follows: The total invest- 
ment income is $14,418,266.99, on which | 
the total tax at 3 per cent. is $332,-| 
549.75. The total Wisconsin premiums 
are $3,261,843.71, on which the total tax 
is 3 per cent. or $97,855.47, making the | 
total tax $530,395.22. 

The check was taken to Madison by 
Henry F. Tyrrell, assistant counsel for | 
the Company, with a letter of protest | 
by George H. Noyes, counsel for the) 
Company, which was formally present- | 
ed to Insurance Commissioner Ekern | 


and State Treasurer Henry Johnson. | 


UTICA STARTS LECTURE COURSE. | 





Life Underwriters Association Opens) 
Campaign With Educational Ad- 
dress Before Y. M. C. A. 





The Utica (N. Y.) Underwriters’ As- | 
scciation held its monthly luncheon and 
business meeting at the Y. M. C. A. last 
week. After supper the Association 
and the Y. M. C. A. members listened 
to an address by James Q. Barcus of 
Albany on the topic “Life Insurance; 
Its Origin and Necessity.” 

This was the first of a series of edu- 
cational addresses by different speakers | 
of ability which the local life agents 
have planned for Uticans, the aim being 
to present the various utility phases of 
modern life insurance as pertains to 
the policyholder and the public. 





F, C. Moser, of Seattle, Wash. leads 
all New York Life men for January ina 
amount of paid business. C. H. Webster, 
of Binghamton, N. Y., 
cf paid applications. 


| 


leads in number 





THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 


MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 


FINANCIAL STATEMENT 
Assets Jan. 1,1913..... $61,418,397.99 


Liabilities.............. 67,329,587.56 
QUI IOID, 0.000005 cescececes 4,088,810.43 








Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
20 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 








You Wish To Be Paid Well 


for your efforts. Producers receive 





liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 

Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 











A PENN 


all members. 


MUTUAL PREMIUM, 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS 


is unsurpassed for net low cost and care of interests of 


less a PENN MUTUAL 


BENEFITS, 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 








COIN COMPELLING CONTRACTS 





WRITE TO ME 





Waiting For Willing Workers 


— WITH THE — 


Philadelphia Life Insurance Co. 


N. E. Cor. Broad and Sansom Streets, Philadelphia 


JACKSON MALONEY, Mgr. of Agencies 





























Live Hints For Business Getters 










Practical Suggestions to Help the 


His 


Man With 
Income and General Efficiency. 


the Rate Book Increase 























































































The selection of the form 


Selecting of policy for the appli- 
Applicants cant is in a large per- 
Contract centage of cases don2 by 


the agent indirectly. The 
form that is most attractively present 
ed, in the absence of some special rea 
son for taking a particular policy, will 
be the one sold usually. This puts upon 
the agent a great responsibility and 
should make him approach the matter 


with the interests of the insured in 
mind. The man who sells only these 
forms that are either the easiest to 


sell or that pay the largest return, will 
have a high lapse ratio and will have 
a very poor rating in his company 
On the subject of the selection of the 
policy for the applicant, a member of 
The Prudential staff says: 

“What would you think of a doctor 
recommending little brown pills for 
every disease on the calendar? Like 
wise, What would you think of an agent 
who would recommend to every ordi- 
nary prospect with whom he talked, 
that he apply for a life, a Twenty-Pay- 
ment or a Twenty-Year Endowment 
policy, whichever may be his “pet” con- 
tract, or the one he happens to under- 
stand best? Select the contract to fit 
the man, and not the man for the con: 
tract. Don’t try to sell ordinary insur- 
ance to industrial risks, and do not 
peddle your wares in a bag. By the lat- 
ter we mean quoting rates proscously. 
When a man asks you what it “would 
cost at his age,” it’s at this point that 
you should do some hard and quick 
thinking. Endeavor to evade the ques- 
tion until you have fyll information in 
connection with at least the following: 
1, his age; 2, whether married or 
single, 3, the condition of his health; 
4, his occupation. 

“Study them carefully and jot them 
down in your book. They are of tre 
mendcus importance in determining 
the proper form of policy to fit an in- 
dividual case. Here is a concrete case 
one of many that have come under the 
observation of the writer, which will 
help to illustrate the foregoing more 
etrongly: 

“An agent canvassed a man thirty 
years old who wanted a $1,000 policy. 
The agent was so eager to get the busi 
ness that he quoted the cheapest rate 
(Whole Life), for fear the man might 
change his mind. He did this befor 
he asked anything about the occupa- 
tion, and as for the condition of health 
he forgot that altogether. He finally 
learned that his man was a fireman on 
the railroad. This being a hazardous 
occupation, an extre premium is charg- 
ed. He lost an how explaining why. 
The applicant then decided to sign up 
After completing the application and 
collecting $5, an appointment for the 
examiner was made. The latter in 
completing his report found that a bad 
family history exisiead. The company 
dscided, in view of these fucts, that a 
Twenty-Year Endowment contract was 
the best form of policy they could 
consider, and a policy on that plan 
was issued and forwarded to the dis 
trict. The agent tock it to the appli- 
cant and commenced to explain. The 
latter flared up and refused to have any 
thing to do with it. So the case was 
lost and the agent and district had a 
“not-taken” on their hands. ‘ 

“Had this case be+n properly handled 
the agent would have obtained full in, 
formation pertaining to family history 
and submitted the facts to the companv 
on an inquiry form provided for that 
purpose, before quo.ing rates for any 
form of policy. Wh2n word is received 
that a Twenty-Year Endowment is the 
only policy the company will consider. 














There is. romance, adven- 
How He ture and also. tragedy 
Got His bound up with life insur- 
House ance, and its possibilities 


in all these connections are 
almost limitless. The unexpected policy 
proceeds, reunited families, happiness 
through insurance, these are one might 
say, almost daily occurances. A story 
of how a man got his house is inter- 
estingly told in the American Central 
Bullewuin. 

“The man saw a very attractive house 
ix the suburbs of a big city. He was 
very anxious to buy it. Price $5,000. 
But he had no money. The owner of 
the house being rich but philanthropic 
said to the man: 

“*You can have that house if you will 
pay me $225 a year for twenty years.’ 

“The man said ‘“lhat looks very good, 
but if 1 should die or be unable to keep 
up the payments 1 will lose all that I 
have paid.’ 

“Don’t let that worry you. I will 
agree whenever your payments stop, 
for any reason, to return to you nearly 
all that you paid. If you pay five years 
1 will give you back $750, if ten years 
$1,900, if fifteen years $3,300, and take 
back the house.’ 

“The man thought the proposition a 
good one—and it was—and accepted it. 
That is the kind of a proposition life 
insurance makes with its endowment 
policy. 

“Any man under fifty years of age 
can get a 20-year endowment at a total 
net cost less than the face of the en- 
dowment. For age thirty and under a 
$5,090 policy will cost not much over 
$4,000 or $200 a year. 

“Any time he gives up his policy he 
will get back most of what he paid in, 
and after ten years or so will get all 
he paid, and later on even more. 

“Of course the house and the endow- 
ment propositions differ in some import- 
ant particulars. The man has the use 
of the house and saves rent less cost 
of repairs, insurance and taxes. 

“The endowment returns no income 
during the twenty years the payments 
for it are being made. 

“But it does not follow that while the 
house produces something for the pur- 
chaser before it is paid for, that the 
endowment produces nothing. 

“Against the rental value of the house 
stands the insurance protection of the 
endowment. That protection is a very 


valuable and wonderfully productive 
quantity. 

“In twenty years about 20 per cent. 
will die, that is 200 in 1,000. The 


deaths are distributed over the whole 
period, some dying in the first year and 
others each year thereafter. Approxt- 
mately the 200 who die during the 
twenty years will have paid about $50,- 
000 for their insurance while their 
beneficiaries will receive $1,000,000 on 
the basis of $5,000 insurance for each | 
one who died. 

“Figuring the net rental value of a} 
$5,000 house—all expenses deducted— 
at $250 a year it would take one year’s 
rental of 4,000 houses to offset the! 
amount paid for insurance on the lives | 
of the 200 who died in twenty years, or 
twenty years’ rental of 200 houses. 

“After all there is a parallel between | 
the house and endowed propositions 
which may legitimately be drawn.” 


it is a case of selling that or none at 
all, so there is no hard feeling and 
very little time lost. The successfu' 
man is the one who determines early 
in the game whether his prospect is 
or is not a fit subject for Ordinary in- 
surance, then, by ca’eful study, selects 
the best form of p.iicy for his client 
to carry. Try it and see!” 
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How many times agents, For many réasons it is 


Givingthe when presenting life in- That better to write a $2,090 

Young Man surance, are confronted $2,000 policy than a $1,000. We 

His Chance with such statements Policy can mention the two most 
as these: “I am too old important. 


now to invest in a policy”; “I am not 
earning sufficient to carry the expense 
in addition to other expenses”; “I was 
indifferent and neglected taking insur- 
ance when I could carry it and no one, 
when I was young, presented the profit- 
ableness of insurance to me.” 


There are countless cases where men, 
past middle life, frankly express their 
regrets that they did not insure young 
and thus have paid up policies or their 
equivalent, before reaching the less pro- 
ductive period in life. There are just 
as keen regrets over failures to take 
life insurance when it could be taken as 
there are regrets at not taking advan- 
tage of opportunities in other lines. 

These are the men who can, in a 
large way, make up for their own mis- 
takes by putting their boys right to the 
proposition of taking advantage of in- 
surance when their years are young 
and when rates are correspondingly low 
—paying out and completing insurance 
in their most productive years. If the 
father has passed the age when he can 
secure insurance, because of health or 
other considerations, he can do this: he 
can help his boys start right by taking 
policies for them, paying premiums un- 
til they themselves can care for them— 
the best investment a man can make 
for a boy in starting him out for life. 

A fifteen or twenty payment life pol- 
icy, written at the age of eighteen or 
twenty, is paid out, matured, earned for 
all time before the young man reaches 
middle life. Buy the boy a policy; pay 
the premiums for him until he is of age, 
earning for himself and with financial 
ability to carry it, and you have done 
something for him that will remove 
from his future all those regrets which 
come to men who are without protec- 
tion and insurance in the declining 
years of life—Old Line Bankers. 


In the first place there is less danger 
of the lapse of. a $2,900 policy than a 
$1,000, just because the insured values 
it more and will have invested more 
in it. 

In the second place, the agent’s com- 
missions on a $2,000 policy pay him bet- 
ter than when a $1,000 policy is written. 
—Life Ins. Co. of Va. 





|GOOD TERRITORY |! 
OPEN TO RIGHT MEN’ 





—those who know how and can pro- 
duce applications and settle polici«s 
—always ready to negoviate wth 
men of experience, energy end 
enthusiasm. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
FRED E. RICHARDS, President 
Address: ALBERT E. AWDE, 


Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill. 














A goodly crew of money 
makers are writing 
Insurance for the . . . 











in Texas and Arkansas. If you 
want to join them, tell us now. 
JAS. A. STEPHENSON 
PRESIDENT 
DALLAS, TEXAS 


KEEP POSTED By Reading 
THE EASTERN UNDERWRITER 

—~-Each Week-—_—_—_———- 

Subscription $3 Per Annum 





























Warm Personal Interest 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. Write to— 


WALTER LE MAR TALBOT, Vice-President 
The Fidelity Mutual Life Insurance Company 


L. G. FOUSE, President PHILADELPHIA, PA. 


DESIRABLE OPENINGS IN GOOD TERRITORY FOR THE RIGHT MEN 














The Guarantee Life Insuran ce Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 

Assets over One Million. 

Business received first eight months, 
(average One Million a month), 

We want a capable general agent for vacant office. 

important open territory. 


1913, over Eight Million 




















ae FACT, AS WELL AS IN NAME 


STATE MUTUAL LIFE INSURANCE COMPANY 


JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 


Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


Uf interested take AB UTTER, Agency Manager, 


the matter up with 


Head Office 
Rome, Georgia 
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HOW TO CONDUCT AN ASSISTANCY 





Outlining Some of the Essentials That 
Assistant Must Have to Be 
Successful. 





William Rooney, assistant in th? 
Jersey City district of The Prudential, 
has made a fine record in his assist- 
ancy and gives the following good ad- 
vice on the essentials that go to make 
it successful: 

“The first duty of an assistant wha 
has taken charge of a staff from which 
his predecessor has been promoted is 
to learn the methods by which the busi- 
ness of that\assistancy was conducted 
and profit thereby as much as possible. 

“If his predecessor has failed, the first 
and most important thing to do will be 
to analyze the cause of such failure, 
and then not only guard against 
similar errors in judgment or manage- 
ment, but profit by them. The cause 
that is most prevalent in an unsuccess- 
fui staff is the unwise selection of men. 
Agents should be chosen not only be- 
cause they are honest and reliable, but 
because they have courage and energy 
and are not afraid of responsibility. It 
is essential that an assistant should 
have at hand a list of such men at all 
times, to fill any vacancy that may oc- 
cur 

“It is the duty of the assistant to in- 
struct his new men in the various 
duties they have to perform. He should 
teach them how to canvass and closs 
business, securing from them the names 
of a dozen or more people who ought 
to have Ordinary insurance, and per- 
sonally canvassing these people with 
the agent. The result will be that a 
good line of such prospects will be 
closed, thereby proving to the agent 
that business can be had by canvassing 
for it. 

“The assistant should keep a close 
supervision of his debits, learning to 
know each family as quickly as possible, 
and by this knowledge being able to 
help his agents materially in securing 
Ordinary and Industrial prospects. 

“It is important to an assistant to 
have a good working system, so as to 
eliminate unnecessary labor. He should 


insist upon his agents handling the de- 


tails of their work in a systematic way, 
and enforce punctuality in their appoint- 
ments with prospects as well as in 
every other branch of the business. 
This faculty once acquired materially 
helps to systemize an agent’s work. 

“The assistant should give close and 
careful scrutiny to the agent’s debit 
work in general. This should be done 
without giving offense and simply to 
guard him against his own weaknesses, 
which if allowed to go unchecked, 
woulG develop into a habit and per- 
haps would cost him his position. 
Surely, ‘Eternal vigilance is the price 
of success.’ 

“Full emphasis should be placed 
upon a faithful observance of the 
Manual of Instructions. This manual is 
the company’s experience multiplied 
many thousand times as against the 
experience of an individual.” 





EMBEZZLING AGENT SUICIDES. 
Dayton A. Snell, of Binghamton, N. Y., 
accused of embezzling several hundred 
dollars of the funds of the Metropolitan 
Life, of which he was an agent, com- 
mitted suicide. Snell had been with the 

Metropolitan Life about three years. 
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CUTTING DOWN THOSE ARREARS. 





Things That Go To Keep a Clean Slate 
and High Percentage of Agents 
Collections. 





Harold Heller, of Detroit, hag main- 
tained an excellent record for high per- 
centage of collections and in advising 
other agents in keeping a clean slate 
in this regard, he says: 


“I firmly believe that the following 
methods, if properly applied, will reduce 
the arrears on every debit to a satis- 
factory percentage: 

“First, Persistency in your effort to 
btart the new business paid in advance, 
for -you will find that business which 
has been started right seldom becomes 
a so-called chronic arrears case. 

“Next in importance is Promptness. 
You must lay out a systematic schedule 
for collection of premiums and follow 
it up promptly by calling at the same 
hour on the appointed day every week 
or every two weeks, as the case might 
be, and you'll find that your policyhold- 
ers will soon follow your ex..mple and 
be ready for you at the appointed time. 
You must remember that you would not 
care to stay home all the week wait- 
ing for some one; then why should you 
expect others to do it for you? 

“The last, but not least nfreans is 
Persuasion. Be persuasive in calling 
your policyholders’ attention, in a cour- 
teous but businesslike manner, to the 
importance of their living up to their 
end of the agreement by paying their 
premiums promptly, as they expect the 
company to render them prompt assist- 
ance in time of distress. 


umphantly point with pride to the 





You can tri-| 


promptness and up-to-date manner in| 


which the company fulfils its end of the | 


agreement, by citing to them the claims 
which have been recently settled by the 
company 
hoods. 
“Above all, brother agent, 
have confidence in yourself. You must 
consider yourself master of the situa- 
tion, for no one has a better opportunity 
to study the virtues of your policy- 
holders than you have, for you meet 
them in their joys and in their sorrows; 


in their respective neighbor- 


you must 


you can advise them as a friend and| 
they will not get offended. So lay your | 


plans along those lines, and follow them 
up persistently, and you will soon 
realize that your responsibility of keep- 
ing your account in first-class condition 
is not as difficult a task as you may 
have considered it to be in the past.” 





WORKING FOR LARGER POLICIES. 
Preliminary Preparation Necessary Be- 
fore Laying Proposition Before 
Your Prospect. 





Joseph Preston, superintendent for 
The Prudential at Spokane, Wash. gives 
some good thoughts on getting larger 
amounts in a canvass for Ordinary busi- 
ness. He says: 

“In canvassing for Ordinary insur- 
ance, agents sometimes waste their time 
and work through interviewing people 
under adverse conditions. This is due 
to the fact that they have not made 
a study of the prospect before calling 
upon him and knowing the most ex- 
pedient hour to meet him and the prob- 
able best kind of contract to put be- 
fore him. 

“The. prospect should always be ap- 
proached with an air of confidence that 
comes from a thorough belief in your 
company and in the contracts you are 
selling. 

“The moment a prospect consents to 
listen to your proposition, you should 
have your mind concentrated on him 
and the line of talk you are going to 
give him. Ask him his age and lay 
down a form of policy that you believe 
is suitable to his particular case. He 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1913 was: 


549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 

$1,676,339 per day in New Insurance 
Issued and Revived. 

$286,288.62 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$164,025.94 
Assets 


per day in Increase of 


JOHN R. HEGEMAN, President 








Southern Life 


Assets . 
Liabilities 
Capital ge Surplus... 

Insurance in Fore 

Payments to Polic vhoide rs since Organization. 


Is Paying its Policyholders nearly 


GOOD TERRITORY 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 
Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 


Company 


1913; 


Siar atoll 
bad 


$4, 668,092.00 
14,138,137.61 


$1,250,000.00 annually 
FOR LIVE AGENTS 











If you can write Ordinary and Industrial business in 
an exceptional field, under a progressive live wire 
manager, who controls five offices, all making ex- 
ceptional records, and incidentally the greenbacks, 


address (in strict confidence to you), 


Box 75, Ironton, Ohio. 








may respond or may remain silent. In 
the case of the latter, say, ‘Mr. Jones, 
if you took out a policy, how much 


would you take?) He may answer that 
he is undecided as to what amount to 
carry, and that is the time to get his 
signature on the dotted line; you can 
talk amount afterward. If you have 
previously studied your prospect, you 
ought to be in a position to know about 
the dmount of insurance he could and 
should carry, and thus secure the maxi 
mum policy.” 





The man who in the year 
Adding just closed has taken out 
To One’s a policy on his life has 
Estate added to his estate in the 
year that much and ma- 
terially added to his established credit. 
If he cannot count his assets any larger 
in any other way for the year, he can in 
this, for a live policy of life insurance is 
an established asset and a credit ex- 
pander. If he has taken a twenty-pay- 
ment life policy he not only has an as- 
set for his estate, but he has a growing 
investment which at the end of the 
term of the policy will bring him sub- 
stantial increase for his old age.—Old 
Line Bankers. 


INSURANCE AS LIFE WORK. 

(Continued from page 5.) 
for the man with brains and without 
large capital, but I think these are 
sufficient for the present and the 
thought I wish to make clear is not 
that you must be a paragon of virtue 
and strength to be a successful life 
insurance agent, but that the business 
itself will develop you and make you 
all that I have said the successful 
agent is. 

“Your experiences from day to day 
if you seek them out and meet them 
with the right attitude will push you 
into growth, they will compel you to 
be successful. Some other business 
will take you in and put its sheltering 
arms about you and let you run along 
in a groove until you go to sleep and 
it will probably give you a decent 
burial, but this business will teach you 
to live, to be awake, and alive and 
to grow and it will mever stop your 
growth. The business is bigger than 
any man. There is room in this com- 
pany for your development in every 
direction no matter how fast it comes. 
In this business you create, in another 
you take what comes to you.” 
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LOYALTY AND ITS REWARD. 


The election of Walter Le Mar 
Talbot to the presidency of the Fidel- 
ity Mutual Life of Philadelphia—an ia- 
stitution with thirty million dollars cf 
assets and $135,000,000 of insurance in 
force—again emphasizes the fact that 
America is a land of great opportuni- 
ties, where merit rather than birth and 
socia] standing is the essential to suc- 
cess. 

Jn 1882, Mr. Talbot, then a lad of 
eleven years, entered the service ol 
the Fidelity Mutual as an office boy. 
That position in his estimation was 
just as important to him as the one he 
has just been honored with. Those 
why know of his work say that plucx 
and determination were paramount 
characteristics. Duties assigned be- 
came a pleasure because he always 
evidenced a willingness to serve. 

While engaged in that work young 
Talbot was looking into the future 
He saw great opportunities, and like- 
felt the need isor special equip 
ment. The training received in busi- 
ness did not suffice. He yearned for 
an education and this was obtained 
thrcugh a course in a night school 
in Philadelphia, supplemented by the 
finishing touch of a private tutor. 

Gradually he climbed the ladder of 
suecess. He served as manager of the 
Supply Department, office superintend- 
eat and agency director. Within the 
past month, Mr. Talbot related to the 
writer his experience in building up 
a home office general agency for the 
Fidelity Mutual in Philadelphia—a 
most creditable achievement. 

In recognition of his superior abil- 
ity, Mr. Talbot in 1903 was elected sec- 


Wise 


ond vica-president of the Company 
and a director In handling for the 
Fidelity Mutual the affairs of the 


Philadelphia Casualty Company and, 
fcllowing the death of Vice-President 
mMckinight in 1911, the entire agency 
organization of the Fidelity, Mr. Talbot 
showed himself to be an executive of 
large caliber. 

Iu his advancement to the presi- 
dency, Mr. Talbot in reality assumes 
no new duties. For the past three 
yeurs—owing to a stroke of paralysis 
suffered by the former chief executive 
L. G. Fouse—he has performed the 
duties of president to the satisfaction 
of the latter up to the time of his death. 

‘The success of Mr. Talbot has teen 


most marked yet he bears it with a 
modesty that assures a still greater 
future. A few months ago in address- 
ing a gathering of agents he referred 
io the loyalty and continuity of ser- 
viee of the field force as being the 
chief factor in the success of the 
Company. He believes in the “human 
touch,” a loving fellowship that binas 
peiicyholders, heme office and field 
force into one great family, and as 
presicent of the Fidelity Mutual he 
wil) not relinquish his practice of meet- 
ing the men who produce the business. 
The Fidelity Mutual is to be con 
gratuiated upon having within its 
ranks a man so eminently qualified to 
serve it as president as is Mr, Talbut 
and we predict for the organization dur- 
ing his administration progressive ad- 
vancement in all departments. 
INSURANCE 
Several of the 
sioners made speeches last 
fore gatherings of 
which many subjects discussed, 
particularly the qualifications of ths 
agent. Commissioner Preuss, of Min- 
nesota, summed up his views as fol- 
lows’ 

Higher education in insurance is 
valuable. Life insurance is being 
taught in 263 out of 4588 colleges, 
but should a man be obliged to go 
to college in order to learn some- 
thing of insurance? Is not the 
kind of education of insurance that 
we wish in our schools imstruc- 
tion along the lines of practical 
selection o2 insurance, the economic 





EDUCATION. 

commis- 
week be- 
insurance men; in 


ingurance 


were 


need of the various kinds of in. 
ourance and the absolute neces- 
sity on the part of the purchaser 


of insurence that he read his con+ 
tract? 

Again, where do you find general 
‘nstruction given to those who de- 
sire to take up insurance as a voca- 
tion? The person who needs to 
learn about health and accident in- 
surance is assisting the poor man 
who cannoi afford to meet with a 
persoual accident or illness from a 
purely financial standpoint. What 
instruction has been given such a 
person in our public schools as to 
how to purchase, how to select 
and now to secure his insurance, 
Health ani accident insurance has 
fitly reer. called “bread and butter” 
insurance, As such ycu should con- 
stantly develop and improve your 
policies and the relationship be- 
tween your companies and the 
public should be the most friendly. 
The insurance agent speuds as much 

time now in educating his customer 
as he does in selling, particularly the 
or casualty agent. In no other 
line of business is there so much care- 
ful explanation before a sale is con 
sumated. The buyer ot a policy gen- 
erally does not make up his mind 
until he has talked with several rep 
resentatives of insurance companies, 
The only other transaction that com- 
pares to buying indemnity against loss 
is purchasing a house or an automo- 
bile. The average man has a pretty 
good idea of the economic need of 
the various kinds of insurance, and 
he can learn as much from the agent 
or more than he can from a peda- 
gogue. 


life 
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FRANK E. BURKE. 


Frank E. Burke, western New York 
State agent of the Home, has been in 
the limelight of late because of his con- 
nection with the dwelling rating sched- 
ule, he having been chairman of the 
special State Association Commission 
charged with its preparation. Mr. Burke 
has been in the New York field for 
many years, prior to which he was as- 
sociated with a prominent Rochester 
local agency. He is unusually familiar 
with the business of the State, and no 
one knows better than he the hazard 
of the different classes. His work has 
ever been characterized by thorough- 
ness, and intelligence, qualities that ap- 
pear in a pre-eminent degree in the re- 
cently issued dwelling schedule. 

* * ol 


V. H. Kriegshaber, a leading business 
man of Atlanta, Ga., has been elected 
to the board of directors of the Southern 
States Life of Atlanta. Mr. Kriegs- 
haber has taken a great interest in 
civic and sociological questions. For 
many years he has been actively con- 
nected with the Chamber of Commerce 
in an official capacity. He is now the 
first vice-president of the Chamber. 
Mell R. Wilkinson, the president of the 
Chamber of Commerce, is also a direc- 
tor of The Southern States Life Insur- 
ance Company. 

* ” - 


Herbert Bernard, of Schenevus, N. Y., 
district manager for the Mutual Life of 
New York, has just completed a quarter 
of a century of service with the Com- 
pany. During this entire 25 years, Mr. 
Bernard, has had charge of the terri- 
tory composed of Otsego, Schoharie 
and Delaware counties. During this 
year, the 25th year of his service, Mr. 
Bernard has written over $600,000 of 
new business, and he is considered by 
the Company, “the dean of their field 
force.” 

“~ s a 


Rev. Theron Brown, one time editor 
of the Youth’s Companion, who died re- 
cently, was the father of Frederick E. 
Brown of Bridgeport, Conn., a repre 
sentative of the Connecticut General 
Life. 


* * * 


Sterling Allen, a life insurance man 
of New York, has a reputation as a 
story teller and joke-smith. “At the re- 
cent banquet of the Life Underwriters 
Association of New York, the group at 
Mr. Allen’s table were discussing diffe:- 
ent types of life insurance men. He 
broke in on the discourse and settled 
the matter by saying: “There are three 
kinds of agents: ‘Has Beens,’ ‘Might 
Have Beens,’ and ‘Isits!’” 


Henry W. Marsh, head of the prom- 
inent brokerage and agency firm of 
Marsh & McLennan, Chicago, London 
ang New York, has leased historic 
Warwick Castle, in Warwickshire, Eng- 
land, for a series of years, and will 
spend the major portion of each sum- 
mer in that delightful spot. Mr. Marsh 
has long made it a practice to pass the 
summer months in England, of which 
country Mrs. Marsh is native, and since 


1905 has leased Medmenham Abbey 
picturesquely located on the Thames 
thirty miles from London. 


Henry Evans, president of the Con- 
tinental, has been appointed a member 
of the protective committee represent- 
ing the interests of the stockholders cf 
the Rock Island road in the pending re- 
organization. 

om * . 


Clifford B. Dye, of Columbus, Ohio, 
is the new Ohio special agent cf the 
Lendon Assurance. He was formerly 
with the German-American. 

= oa + 


Major Charles H. Cole has resigned 


as fire commissioner of Boston. He 
was appointed in 1912. 
* a os 

William J. McAvoy, new special 


agent for the London Assurance, with 
headquarters in Boston, is a member 
of the Hartford bar, and has been with 
the Aetna and other companies. His 
territory is Rhode Island, Massachu- 
setts and Connecticut. 

*” *~ ~~ 


Alfred S. Gillett, founder and late 
president of the Girard Fire, of Phila- 
delphia, left an estate valued at $400,000 
when he died, two years ago. The bulk 
of the property was left to the widow 
during her life, after which it was to 
go to various charitable organizations. 
The legality of the will is being con- 
tested by various nephews and nieces or 
the late Mr. Gillett, who allege “lack 
of testameutory capacity and undue in- 
fluence.” 

* * 7 


William J. Sweeney, captain of the 
Boston Baseball Club, and one of the 
most successful agents of the Massa- 
chusetts Bonding and Insurance Com- 
pany, is in a quandary. In the base- 
ball deal which sent Johnny Evers, of 
the “Cubs” to Boston, Sweeney was 
traded to Chicago. Later, the National 
League Commission nullified the deal, 
so that Sweeney does not know whether 
he is to play with Boston or Chicago. 
In the meantime, he went to Hot 
Springs, Ark., with other ball players 
to await developments. 

. » - 


Henry A. Furlong has been appointed 
State agent for New Jersey and Eastern 
Pennsylvania for the Insurance Com- 
pany of North America. He succeeds 
the late Frank H. Ruth, 

° a » 

T. W. Langstroth, special agent of the 
Connecticut Fire in New Jersey and 
New York State south of Albany, has 
returned to the field after an attack of 
neuritis, which confined him to his home 
for some time. 

. - 

Orra S. Rogers, manager at New York 
for the Phoenix Mutual Life, is in 
Florida recuperating from his recent ill- 
ness. 

s * * 

Darwin P. Kingsley, president of the 
New York Life, is on a trip through 
the South. 





HEAVY LOSS FOR MUTUAL. 

The Readington Farmer’s Mutual Fire 
Insurance Association of New Jersey is 
levying a second assessment within a 
few months. The total losses for nine 
months from March 11 to December 15 
were $52,000. In two days 23 fires were 
caused by lightning. 
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JERSEY RE-INSURANCE LIMIT 


BILL INTRODUCED 





IN TRENTON. 





Only Twice the Amount of Reinsurer’s 
Liability Can Be Placed on 
One Risk. 





Trenton, March 3.—The following 
important act regulating re-insurance 
has been introduced in the New Jersey 
assembly by Mr. Kirkpatrick: 

‘No insurance company transact- 
ing business in this State, shall 
issue or renew any policy or poli- 
cies on any one risk in excess of 
ten per centum of its net assets; 
so much, however, of any such 
risk as shall be reinsured in any 
company, lawfully transacting busi- 
ness in this State, shall not be con- 
sidered part of said risk; provided, 
this section shall not apply to a 
life insurance company or to a title 
or mortgage insurance company, 
nor shall it apply to a mutual com- 
pany formed under this act and 
making insurance solely against 
loss or damage resulting from 
accident to or injury suffered by 
employe or any member of such 
company for which loss or damage 
such insured member is liable, and 
which limits its membership ex- 
clusively to persons engaged in the 
same trade or industry; 

Provided, further, that no com- 
pany shall reinsure in any other 
company or companies on any one 
risk or under any one policy a sum 
exceeding in the aggregate twice 
the amount of the liability which it 
retains at its own hazard on such 
risk or under such policy. 

A number of bills affecting insurance 
have been introduced in the legislature. 

Senate Bill No. 211 amends the act 
concerning the regulation and incor- 
poration of insurance companies, by 
providing that every company shall re- 
port to the commissioner of banking 
and insurance a statement including 
all premiums received from other com- 
panies for reinsurance, and the amount 
of premiums paid for reinsurance in 
domestic insurance companies and 
other insurance companies of other 
States or foreign countries authorized 
to do business in this State. 

Assemblyman J. J. Griffin has intro- 
duced a bill authorizing certain cities 
to purchase fire apparatus of any kind 
when needed tor the fire department 
thereof, provided $25,000 limit. 

Assemblyman Burton has introduced 
amending the insurance act so that 
no company shall reinsure for more 
than twice the liability it retains at 
its own hazard. 

Assemblyman Carroll introduced a 
bil permitting live stock insurance 
companies to commence business when 
25 per cent. of capital stock shall be 
actually paid in cash. 

Assemblyman McCabe has introduced 
a fire department bond bill. 

Assemblyman Kirkpatrick introduced 
a bill amending, the insurance act in 
reference to reinsurance. 





OUT OF AUTO CONFERENCE. 


The London & Lancashire has with- 
drawn from the automobile conference 
and now has its own schedule of rates. 





Spontaneous combustion of cotton 
waste caused a fire in the woolen and 
cotton waste warehouse of Woods & 
Hooker, Philadelphia, this week. 





The liability of companies ‘ur dam- 
ages to property following a false alarm 
of fire was the subject of a recent rul- 
ing by the New York Board ot Fire 
Underwriters, 


OPPOSE RATE REDUCTION. 





Experience on Eastern Whiskey Busi 
ness Will Not Justify 
Such Action. 





Company managers as a rule are 
strongly opposed to reducing present 
rates upon whiskey warehouses in 
Pennsylvania and Maryland, as sug- 
gested by certain prominent brokerage 
firms. From a carefully prepared table 
it developed that the losses upon the 
class in the states above named during 
the past five years amounted to $468,- 
432, with premiums involved of $606,- 
740. 


Years ago whiskey business both east 
and throughout the middle western 
States was deemed unusually choice, 
and companies fought hard to secure it. 
Excessive competition forced down 
rates and up commissions until little 
remained in the business. Losses be- 


came frequent and very expensive, and | 
as the figures given above attest, there | 
is a very scant margin for the compa- | 


nies at prevailing tariffs. 
On Sunday, during the height of the 
big storm, 


three thousand barrels of | 


| 


whiskey were destroyed when two big | 


warehouses of the Canton Distilleries 
Company at Canton, a suburb of Balti- 
more, were burned. 

The loss, based upon the amount of 
whiskey stored in the two warehouses, 
was estimated at $300,000: The flames 
leaped to the A. J. Sackett Fertilizing 
Machinery Works, across the street, 
causing an estimated damage of $30,000 
before they were extinguished. 





DELAYED ANNUAL REPORTS. 





Preuss, of Minnesota, May Have Com- 
panies Fined $100 a Day; 
Ekern’s Attitude. 





Western insurance commissioners, 
particularly Ekern, of Wisconsin, and 
Preuss, of Minnesota, have shown some 
impatience with companies in not mak- 
ing their annual reports on time. Mr. 
Ekern has written to several companies 
threatening to revoke their licenses to 
transact business in the State if the 
reports are not hurriedly forthcoming. 

Commissioner Preuss has taken the 
question up with the Attorney-General. 
During the past three years 150 compa- 
nies failed to make their reports for 
Minnesota on time, and the question is 
whether it is advisable to bring suit to 
collect the penalties provided by law, 
now amounting to $133,800. A forfeit 
of $100 for each day’s neglect in filing 
statements is the Minnesota penalty. 





WILL NOT SPEND $200,000. 

To make improvements suggested by 
the National Board of Fire Underwriters 
the city of Glens Falls, N. Y., estimates 
that an expenditure of $200,000 will be 
necessary. The city’s water commis- 
sion will make gradual improvements, 
so that it will not be necessary for the 
city to spend a lot of money at one 
time on the work. 

CONRAD WITKOWSKI RETIRES. 

The Western department of the Ham- 
burg-Bremen has been transferred to 
the United States branch in New York 
city. Conrad Witkowski, a member of 
the cld general agency firm of Wit- 
kowski & Affeld, for more than forty 
years representatives of the Company 
with headquarters in Chicago. has re- 
tired. No change in supervising field 
force will be made. 

Mr. Affeld will remain the Chicago 
representative of the Company. 





There is considerable interest being 
taken in the relation between the fire 
premiums of New York city and the 
value of property. Premium receipts 
have fallen off. 
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Fire insurance annals do not record another instance 


premium income of $2,70 
$2,889,334 for unearned premiums the National 
Union stands preeminent among the companies 
organized in FORTY YEARS which implies that the TWENTIETH CENTURY 
COMPANY has a distinctive service and that its policy is “ AGGRESSIVE, 
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March Ist, thirteen years ago, the National Union began business. 
Three years after organization it paid $126,872 at Baltimore. 
Five years after organization it paid $1,110,596 at San Francisco. 
Seven years after organization it paid $139,000 at Chelsea. 
Aggregating $1,376,468 paid for conflagration claims 
within five years, IN ADDITION to which, since bee 
ginning business, claims of $8,522,130 have been paid 
for losses incurred under normal conditions. | 


of a company paying conflagration claims of such extent 
in a similar period after organization. 


With an annual 
2.9 
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ASSESSMENTS, BY! MUTUALS 


STATUS OF TOMPKINS COUNTY. 








Superintendent Emmet Takes Action— 
Losses of Readington, New 
Jersey, are Heavy. 





In answer to a query about one of 
the best know mutuals in New York 
State, Superintendent of Insurance 
Emmet has written the following letter: 

“You are advised that the Tompkins 
County Co-operative Insurance Company 
has been directed by this Department 
to levy an assessment for the purpose 
of making good the existing deficiency 
in the unearned premium reserve re- 
quired to be maintained by sub-division 
3 of Section 267 of the Insurance Law. 
The amount of the deficiency which ex- 
Isted on December 31 last is shown in 
the annual statement filed by said com- 
pany, an abstract of which is being sent 
at your request.” 

An abstract of unaudited annual state- 
ment of the Tompkins County Co-oper- 
ative for the year ending December 31, 
1913, follows: 


Total ledger and non-ledger assets, 
$51,617.33. Total admitted assets, $47,- 
411, 


Liabilities. 
Unpaid losses: 
Adjusted and unpaid, not due .$16,824.50 
Unadjusted 6,566.00 
Resisted 


eee ee ees eee eeeees 


$23,790.50 
$131,376.99 


Unearned premiums 


Total Habilities $155,167.49 
The Tompkins County Mutual does a 
general business. It will be remembered 
that during the summer the Baron 
Steuben, another well-known New York 
State mutual levied a large assessment. 


SPRINGFIELD CITY INSURANCE. 





Mayor and Officials Against Proposi- 





tion; Daily Newspaper Is 
For It. 
Attempts in Springfield, Mass., to 


have the city take out policies aggre- 
gating $5,500,000 insurance on city 
buildings are meeting with small suc- 
Mayor Dennison is radically op- 
posed to the proposition. The county of 
Hlampden has always carried insurance 
on its buildings in Springfield. 

The discussion of municipal insur- 
ance started over the recent loss of the 
Northampton School. The Springfield 
“Republican” gave this contribution to 
the symposium. 

“The city was paying nearly $2,500 a 
year for insurance 20 years ago, and 
it is probable that it would have paid 
corsiderably more than an average of 
$2,500 a year in the last 20 years, mak- 
ing a total which the loss on the high 
school is not likely to reach. And this 
has been the the only loss: It is un- 
doubtedly true, however, that a longer 
period than 20 years would often be re- 
quired to prove the soundness of the 
policy of municipal noninsurance, but 
long or short, there is always a period 
for which it may be demonstrated, un- 
less it be assumed that insurance com- 
panies can conduct business without 
expense and without profit. When a 
city carries its own insurance, it has 
to pay only the losses by fire. When 
its insurance is carried by insurance 
companies, it has to pay the losses plus 
a proportionate share of the expenses 
and profits of the insurance companies. 
There might be for some city, it is 
true, a very long period in which self- 
insurance resulted in a loss, but it can 
not be argued that in the perpetual life 
of the city a time would not come 
when it would be the gainer.” 


cess. 
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STATE INSURANCE IN PENNA. 


RATE-PROBERS DROP HINT. 





Secretary of Middle Department Asso- 
ciation Asked About Classification— 
Mutuals Explain Operations. 





York, Pa., March 2.—Judging by com- 
ments made at the hearings here of the 
Pennsylvania legislative commission to 
investigate fire insurance rates Chair- 
man Richard J. Baldwin, of the commis- 
sion, is in favor of State fire insurance, 
and will so recommend in making his 
report to the Pennsylvania legislature. 
He thinks that the State can save money 
for its citizens by.such a plan. An as- 
sessment scheme somewhat similar to 
that of the mutuals would be favored. 

Thirteen Mutuals in One County. 

The sessions here of the commission 
consumed three days. The first witness 
was William A. Smyser, secretary of the 
Farmers Mutual Fire Insurance Com- 
pany. He said that there are thirteen 
mutual fire insurance companies in 
York County. Their total risks aggre- 
gate $50,000,000; their premium notes, 
$4,500,000 a year. Mr. Smyser explained 
that the premium note formed a basis 
on which the assessment was made. It 
constituted a form of reserve, being 4 
percentage of the policy of the insured 
representing the limit of his liability for 
assessment. On dwellings, he said, it 
constituted 3 per cent. on the policy, 
and on business or manufacturing prop- 
erties, 2 per cent. On a dwelling on 
which $10,009 insurance was sought the 
amount of the premium note would be 
3 per cent. On the basis of this $300 
premium note, when the insurance was 
issued, 1 per cent, or $3, was collected 
as premium, and $2 as policy and sur- 
vey fee. Consequently, there would be 
an initial charge of $5 for a seven year 
policy. 

Whenever the losses amount to 5 per 
cent. of the premium notes, which is on 
an average of once in two years, an 
assessment is made. This 5 per cent. 
assessment would on the $10,000 policy 
amount to an assessment of 2% per 
cent. for a term averaging one year. 

Should Mutuals Be Taxed. 

Mr. Smyser testified that each mutual 
had its own schedule and that there was 
no compact. Chairman Richard J. 
Baldwin, of the commission, asked the 
witness whether he did not think it 
would be fgir for the State to tax the 
mutuals inasmuch as the stock com- 
panies now pay 2 per cent. Naturally, 
Mr. Symser intimated that he did not 
think so. He admitted, however, that 
the mutuals compete with the stock 
companies. 

Grill Middle Department Secretary. 

At the second day’s session Louis 
Wiederhold, Jr., secretary of the Middle 
Department Association, was asked to 
explain fire department deficiency 
charges and to answer complaints of 
York property owners that their rates 
were too high. 

The owners of the new Hippodrome, 
a motion picture theatre, has the prin- 
cipal grievance. David Rupp, secretary 
in this district for the Middle Depart- 


ment, also answered complaints of 

property owners. Recalled, Mr. Wieder- 

hold explained the making of a schedule. 
Classification. 

Chairman Baldwin had a lot to say 
about classification. He thought that 
the underwriters should be able to pro- 
duce loss figures for York for twenty- 
five years back, and that these statis- 
tics should have a bearing on the rates. 
Asked if he did not think there should 
be a board of appeal for the benefit of 
dissatisfied policyholders who wanted 
lower rates than those fixed by the as- 
sociation Mr. Wiederhold said the prob- 
Jem was too large to be answered off- 
hand. 


SUIT OVER WARRANTY. 





Manufacturing Carried on in Building 
Insured as Dwelling Holds Up 
Payment of Loss. 





The case of James M. Seymour, Jr., 
versus the German American Fire In- 
surance Company is uow before Vice- 
Chancellor Stevens in Newark. Mr. 
Seymour is the owner of premises at 
No. 103 Mechanic street, on which he 
carried a number of policies, among 
them being two issued by the German 
American, which aggregated $3,500. 

The premises were desiroyed by fire 
November 20, 1910, ana the German 
American refused to ;ay on the poli- 
cies on the ground of an alleged breach 
of a warranty printed on the policies 
with a rubber stamp reading: 

“Warranted by the assured that the 
within described building is occupied 
exclusively for dwellings above the first 
or grade floor.” 

A breach of warranty was claimed by 
reason of the alleged use of the second 
floor for manufacturing purposes by a 
tenant who rented the first floor also. 

Mr. Seymour first brought suit on his 
policies in the Supreme Court and the 
Company set up the warranty in de- 
fense. 





BOSTON FIRE PREMIUMS. 
The following are the eleven leaders 
in stock company fire insurance pre- 
miums for the last six months of 1913: 





1913. 1912. 
ae $87,838 
ME ad.ncwa cance cae 49,527 
Northern, Eng. ...... 46,077 
Fone MER. occ cccnes 39,956 
er er er 38,368 ,255 
ye ee >8, 549 048 
Ee rr 34,477 37,247 
Continental ......... 34.230 35,677 
National Conn .......33,749 29 S67 
Com’]1 Union ....... 32,616 31,007 
North B. Mer., Eng...32,288 34,540 





TALK FIRE PREVENTION. 

Rome, N. Y., March. 3.—The fire pre- 
vention committee of the Chamber of 
Commerce has held a conference here 
with the Fire and Police Board. The 
consensus of opinion was that the fire 
limits should be extended and that at 
least one piece of auto fire apparatus 
should be purchased. It was thought 
that the auto engine would be more 
necessary than a new engine house in 
East Rome. 
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Conn., 


FIRE 
EXTINGUISHER 


EDUCES automobile fire insurance pre- 

miums and is a source of constant safety. 

Any automobile or commercial vehicle 
equipped with the Pyrene Extinguisher 
commands a liberal reduction in rate, 
making it of mutual interest to owners, 
and insurance companies, to manufac- 
turers and to dealers. 

The Aetna Accident and Liability 
Company and the Automobile In- 
surance Company of Hartford, 
allow this 
See their agents or inquire 
of your own broker. 



















reduction. 












Brass and Nickel-plated Pyrene Fire Extinguishers are the only one-quart 
fire extinguishers included in the list of approved Fire Appliances issued 
by the National Board of Fire Underwriters. : : : 
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Pyrene Manufacturing Co., 1358 Broadway, New York 


Baltimore Cincinnati Jacksonville Oklahoma City St. Paul 
Birmingham Cleveland Louisville Phoenix Salt Lake City 
Bridgeport Dayton Memphis Philadelphia San Antonio 
Boston Denver Milwaukee Pittsburgzh York, Neb, 
PACIFIC COAST DISTRIBUTORS: Gorham Fire Apparatus Co., San Francisco, Los Angeles, 
Seattle. Distributors for Great Britain and the Continent: The Pyrene Co., 29A Charing Cross 
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DISCUSS BOSTON LOSSES. 





Fire Prevention Meeting Recommends 
Passage of Fire Hazard Commis- 
sion Bill in Massachusetts. 





Boston, March 3.—Col. Lewis. T. 
Eryant, Commissioner of Labor of New 
Jersey, was the principal speaker at a 
fir, prevention mass meeting in 
Fancuel Hall this week under the aus 
pices of the Boston Chamber of Com- 
merce. Colonel Bryant illustrated his 
remarks with a series of realistic mov- 
ing pictures, one film, entitled “The 
Crime of Carelessness,” showing the 
resuits from a carelessly thrown lighted 
nvatch which caused the destruction of 
a tlactory. 

President J. Randolph Coolidge, of 
the Chamber of Commerce, deplored 
‘he enormous loss of the Metropolitan 
district of Boston, which he said aver- 
aged annually $4,160,000 and he com- 
pared the loss by fire in the cities of 
this country with those abroad. He 
c.'’ cised the construction of buildings, 


but praised the Boston fire department. 

Clarence H. Blackman, chairman of 
the Fire Prevention Committee urged 
the necessity of the passage of Senate 
Lill No. 303, for the establishment of 
a Fire Hazard Commission. 





MINNEAPOLIS CRITICISM. 

Alderman James D. William:, chair- 
man of the Minneapolis city council’s 
joint committee on fire department and 
fire protection, has given the daily 
papers a statement charging that Minne- 
apolis is paying premiums on fire in- 
surance that are more than doubl2 the 
amount paid back in losses, and, in 
addition, “is taxed for approval of fire 
proof devices, fire extinguishing appli- 
ances and sprinkler systems.’ 





BOATHOUSE LOSSES. 
Adjusters are discussing the large 
run.:ber of boat house, yacht club and 
moter boat losses in the East, The 
most recent was in Lockport, N. Y., 
last week, when two large boat houses 
Lurnea. 











OF NEW YORK. 


company for an agent. 


Home Office, 


Western Office, 
332 SO. LASALLE ST., CHICAGO. 





The best company for a policyholder is the best 
HENRY EVANS, President. 


80 MAIDEN LANE, NEW YORK. 


Fidelity-Phenix Fire 


Western 








OF NEW YORK. 


The assured places the responsibility on the 
agent; a Fidelity-Phenix policy relieves him of it. 


HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 


137 SO. LASALLE ST., CHICAGO. 


“AN AGENT IS KNOWN BY THE COMPANIES HE KEEPS” 
Continental Insurance Company 
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fairness. 
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Fidelity (Fire) Underwriter 


Combine the assets of two of the largest com- 
panies with the highest sense of liberality and 


Combined Assets $42,586,574 
Policyholders Surplus $23,743,555 


80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 
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P. L, HOADLEY ANNIVERSARY 


WITH ONE COMPANY 40 YEARS. 











President of American, of Newark, the 
Assets of Which Now Reach 
$10,000,000. 





P. L. Hoadley, president of the Amert- 
can Insurance Company, of Newark, is 
celebrating his fortieth year of continu- 
ous service as an officer of that Com- 
pany, which has just passed the $10,- 
000,000 mark -n its assets. For years 
Mr. Hoadley’s position as a strong and 
careful underwriter has been recognized 
in the business, and he is receiving 
many congratulations on the Company’s 
latest achievement in reaching the 
$10,000,000 class. 

Mr. Hoadley began his career as a 
bank clerk in Oneida County, New 
York. He bought a local agency which 
he ecnducted so ably that the Hanovar 
made him an offer to go into the field. 
He traveled in part of New York State 
and New Jersey until he tired of 
the road and went to work in the office 
of the Hanover in New York city. This 
was in 1869 just before the Hanover 
had moved from No. 45 Wall street to 
the Equitable Building, then the lead- 
ing skyscraper of New York, and ths 
architectural wonder of wonders. The 
Chicago fire came along and created 
a tremendous demand for insurance in 
solvent companies. 

Rush to Get Policies. 

“The rush started and I have never 
worked so ha.d since,” said Mr. Hoad- 
Icy to The Eastern Underwriter. “Pre- 
miums came in at the rate of $30,000. 
a day. To complicate matters we had 
re-insured the ‘North American Fire, 
and I was put in charge of the re- 
writing of that business. I rarely saw 
home until midnight.” 

It was in 1874 that Mr. Hoadley came 
over to the American, first in the 
capacity of traveling surveyor, and was 
soon promoted*to the position of secre- 
tary of the agents’ department. 

Almost froin the first the underwrit- 
ing problems of the Company were 
placed upon tis shoulders. After the 
death of President Harris in 1899 hs 
was elected a director, and then vice- 
president. It was then that the real 
development of the company began. Al- 
though always a conservative under- 
writer, Mr. Hoadley never hesitated to 
keep abreast of the times or to mak3 
a move that would expand the Com- 
pany’s business when profitable so to 
do. 

One of Mr. Hoadley’s coups was to 
buy the Rockford Insurance Company, 
a strong factor in its territory, and to 
ask its secretary, Charles E. Sheldon, 
to become manager of a Western de 
partment which the American would 
establish. Mr. Sheldon accepted the 
offer. The American’s Western business 
is unusually large, and in Illinois it is 
one of the leaders in volume of pre 
miums written. In the East, South and 
Pacific Coast also, the Company has a 
large business and has made a fine un- 
derwriting profit. 

The Company’s Growth. 

Mr. Hoadley was elected president 
ia May, 1907. In discussing the Com- 
pany’s growth, he said this week: 

“The industry and enterprise of our 
local agents, quite as much as any 
other cause, and their loyal participa- 
tion in the aims and purposes of the 
management, siave brought about this 
new distinction, and you now have the 
satisfaction of representing another 
$10,000,000 fire insurance company. 

“The American’s advancement to the 
Ten Million Dollar class, (with a policy- 
holders’ surplus of over four and a half 
millions) is one more guarantee of the 
permanence of an institution of which 
you and we are justly proud. This 
position has been attained only after 
sixty-eight vears of persistent effort, 
heartily supported by that mainstay of 
success, the great family of local agents, 
among whom we are happy in number. 
ing the leaders of their calling every- 
where.” 
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P. L. HOADLEY, 
President of American Insurance Com- 
pany, of Newark. 


PROMOTIONS IN NEWARK. 





Cc. W. Bailey Made Vice-President of 
American; Frederick Hoadley, 
Sec’y; A. C. Cyphers, Treas. 





The following changes in the official 
staff of the American Insurance Com- 
pany, of Newark, have taken place; 
Secretary, C. Weston Bailey, promoted 
to the office of vice-president; Assistant 
ecretary, Fr>ierick Hoadley, made Sec- 
retary; Assistant Treasurer Archibald 
C. Cyphers made Treasurer; Cashier 
Roy C. Vanderhoof made Assistant Sec- 
retary. 

It is a peculiar fact that each of these 
officers started his career with the 
American, three of them having been 
office boys. Secretary Bailey has serv- 
ed the American for thirty-eight years. 
During that time he has been advanced 
many times. For many years he was 
assistant to Mr. Hoadley. In 1906 he 
Was made assistant secretary; and in 
1909 secretary. He was educated in the 
Newark public schools. He is an un- 
usually capable underwriter, active in 
Newark civic affairs, and a member of 
several clubs. 

Forecast of Brilliant Future. 

Frederick Hoadley, the new secre- 
tary, is a graduate of the (Newark gram- 
mar and high schools. He not only 
led his class tut had the unique dis- 
tinction of leading all classes in the 
Newark schools. In 1898 he came to 
the American. In the capacity of field 





AUTOMOBILE THEFT DECISION 


CAR’S NUMBER 





iS IMMATERIAL. 





If Assured Does Not Deceive in Giving 
Incorrect Figure Says New 
Jersey Court. 





A point interesting to insurance com- 
panies covering automobiles was de 
cided in the case of Marguerite H. Cole, 
of Jersey City vs. the Queen, Insur- 
ance Company. ‘The insured gave to 
the agent of the insurance company, as 
the manufacturers’ number a figure 
that did not correspond to any car that 
the manufacturer had ever made. ‘’he 
insurance company through Vreden- 
burgh, Wall & Carey, set up the de- 
tense that the car which was insured 
had no existence. ‘lie lower court de- 
cided in favor of the assured, which 
-vws01Ul Was alliriacscd by the Supreme 
vourt this week, tac decisicu Leng as 
follows: 


The plaintiff recovered in the Bergen 
County Circuit Court on a policy issued to her 
by the defendant assuring her against loss by 
theft of an automobile, and the trial court 
allowed a rule to show cause. 

“rhe first point made in support of the rule 
is that there was no proof ot ownership by 
plaintiff. ‘the evideece shows that the hus- 
band of the plaintitt bought the machine and 
gave it to his wife, which she afterward used. 

it is next urged that the machine insured 
never had any existence. It is enough to say 
that the plaintiff had a car, and that the 
policy was issued to her which she had a right 
to believe covered the car. Whether she had 
such a car was a question of fact supported 
by some evidence. 

The next the plaintiff’s car 
was not correctly described in her applica- 
tion because the number on the car was one 
never issued by the manufacturer, but the fact 
remains that when purchased the car had a 
number, even if it was not the one originally 
put there by the maker, and that number was 


point is that 


given correctly by plaintiti to defendant’s 
agent. By the terms ot the policy it is to 
be void “if the insured has concealed or mis- 
represented in writing o1 otherwise any 
material fact or circumstance concerning the 
business.”” We do wot think that when the 


plaintiff gave the number actually on the car 
she was concealing or mustepresenting material 
circumstances within the meaning of the policy. 

The plaintiff could not have been presumable, 
and it was not shown that she did or ought 
to have had, any knowledge of the car num- 
ber except as it anneared on the car, and 
she told all she knew or ought to have known, 
and what she said was not concealing or mis- 
representing of a material fact sufficient to 
justify a forfeiture of the policy. 


was made assistant secretary in 1909, 
and is one of the clever young under- 
writers in the Eastern territory. He 
belongs to the Commonwealth Club, of 
Montclair. 

A. C. Cyphers, the new treasurer, was 
educated in the public schools of 
Orange, and later took a special course 
in the School of Commerce, New York 
University. For some years he was 
chief accountint of the American, latet 
being promoted to assistant treasurer, 

Roy C. Vanderhoof, who was made 
assistant secretary, came to the Ameri- 
ean after leaving the Newark schools. 
During the Spanish-American War he 
was given leave af absence to serve his 
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A JERSEY CITY COMPLAINT. 
Goes to Attorney General Who is Asked 
to Correct Multiple Agency 
Evils. 

Prominent agents in Hudson County 
have filed a complaint with the Attorney 
General of New Jersey against the 
multiple agency appointments recently 
made in Jersey City and environs, Some 
companies have as many as twenty-five 
or thirty agents in the county. The 
old-time agents believe that this situa- 
tion is intolerable, and that the State 
can furnish them with relief. 

One agent, who has been in Jersey 
City for more than thirty years, said 
to The Eastern Underwriter: 

“Practically every real estate man in 
this territory is now a sub-agent. The 
companies are not getting more pre- 
miums because these men were former- 
ly brokers. The expenses have piled 
up, however. The stationery item alone 
for these new ‘agents’ is large.” 





WANT ELECTRIC SURVEYS MADE. 
Hudson County Agents to Draw Up 
Letter to Companies—Will 
Elect President. 

The Fire Underwriters Association of 
Hudson County will hold a meeting 
soon at which a president will be elect- 
ed to succeed James B. F. Ransom, now 
a field man in New York State, and to 
draft a letter to the companies, asking 
them to have the New York Board of 
Fire Underwriters again become active 
in the supervision of electrical equip- 
ments in Jersey City. For some time 
Hudson County risks have not been sur- 

veyed for electrical defects. 

The situation became so serious that 
a proposition was made to merge the 
Underwriters Association of Hudson 
County and the Newark Fire Insurance 
Society, the latter to take over the elec- 
trical inspections of Hudson County 
made by the New York Board. This 
fell through. 


PERTH AMBOY CONDITIONS. 





Conflagration Hazard is Great Says Na- 
tional Board of Fire Underwriters— 
Many Criticisms. 





Severe criticism of conditions in 
Perth Amboy are made by the engineers 
of the National Board of Fire Under- 
writers. They say that in the principal 
mercantile district buildings are low, 
but construction is weak from a fire pre- 
vention standpoint. Overhead wire ob- 
structions are serious; the fire depart- 
ment is an untrained volunteer force, 
poorly equipped and handicapped by in- 
adequate water supply. The conflagra- 
tion hazard is severe. 

In the wharf and manufacturing dis- 
trict serious group fires are probable. 
The fire engines are small, with crews 





man he traveled in New York, Pennsyl- country. For some years he was cashier poorly trained; no salvage work or 
vania and other Eastern States. He of the Company. building inspections. 
Office A & c Office 
PHILADELPHIA Clarence ° Krouse 0. NEW JERSEY 


325 Walnut Street 











GENERAL INSURANCE AGENTS 
PENNSYLVANIA = 


Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 





With over twenty-five years continuous experience, we are thoroughly qualified to 


properly safeguard your clients interests 


Sixteen leading Companies represented in our agency 


YOUR PATRONAGE IS SOLICITED 


=NEW JERSEY 


Stone Harbor and Haddonfield 
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PREPARING NEW RATE BOOK ' 


NEW YORK ASSOCIATION BUSY. 














Work Will Contain Modified Charges 
for Dwellings—Newburgh Joins 
Objectors. 





Work upon the new “Red Book” ccn- 
taining the revised figures for rating 
dwellings in this State is being rushed 
by the Underwriters Association of 
New York State, and it is understood 
the delivery of copies to loca) agents 
will shortly be in process. 

A number of companies have written 
their representatives at Albany, Troy, 
Binghamton and Rochester urging the 
adoption by the local bodies at those 
places of the new dwelling house tariff 
and rules, and protesting against the 
further use of other rates. 

The Newburgh Board is the latest 
association to adopt resolutions oppos- 
ing the new schedule, the agents of 
the city being in correspondence with 
their companies, and also with Secre- 
tary Ralph Potter of the State Asso- 
ciation upon the subject. 

Suburban Exchange in Line. 

The Suburban Fire Insurance Ex- 
change, it is confidently expected, will 
adopt the new dwelling house schedule 
of the Underwriters Association of New 
York State at its next meeting, same to 
become effective immediarely the key 
ratings of the numerous communities 
in the suburban territory can be ascer- 
tained. The organization has been 
handicapped in getting this latter in- 
formation through lack of a sufficient 
inspection force. 


SPOKANE FIRE RECORD. 

Spokane, Wash., made an enviable 
record in its fire losses despite the 
charges that have been made in the 
past two years that there was a “situa- 
tion” here. That the fire losses have 
been unusually low and that the moral 
hazard of fire risks in this city ar2 
remarkably good are shown in the an- 
nual report of Fire Chief A. L. Weeks. 
The amount of insurance risks in-} 
volved in the fires represented by the 
losses totaled $4,479,794.92. The total 
of all fire losses, insured andi unin- 
sured, was $241,585.85, the second low- 
est in 10 years. Ths value-of the) 
buildings involved in fires was $3,814,- 
048.65 and the value of the contents 
was $2,034,287.41, making a total prop- 
erty risk of $5,848,336.06. 

Loss on buildings was $138,681.58 
and cn contents $102,904.27, a total of 
$241,585.85. 

The uninsured loss or loss above in-| 
surance was $50,156.52. Insurance paid 
on losses in buildings was $110,400.93, 
and on contents $81,028.40, a total of 
$191,429.33. The insurance carried 
amounted to $2,712,893.32 on buildings | 
and $1,766,901.60 on contents, making} 
a total of $4,479,794.32. The number)| 
of alarms turned in during the year 
Was 825. 








OFFICERS OF MASS. F. & M. 

At the annual meeting of directors of | 
the Massachusetts F. & M. Insurance 
Company of Boston, held some days 
ago, the following named officers were 
upanimously elected: 

Everett C, Benton, president; James 
J. Storrow, Walter B. Henderson and 
Guy A. Ham, vice-presidents, the latter 
being also general counsel; Walter 
Adlard, secretary and managing under- 
writer; Frank R. Buxton, treasurer; 
John J. Downey, assistant secretary ana | 
general agent; J. R. Benton, assistant 
secretary. | 








CONVICT MANUFACTURER. 

Fred J. Derry, a box manufacturer in 
Salem, Mass., was sentenced in the Su- 
perior Court, Salem, to three years in 
the penitentiary on a charge of acces- 
sory before the fact in burning his fac- 
tory in Danvers, Mass., in 1911, for the, 
a'leged purpose of defrauding sregating, 


companies who held risk aggregating 


THE E EASTERN U NDERWRITER 


PROPOSED REVISION OF 
NEW YORK LAWS. 


(Continued from page 1.) 


nies there are few casualty offices to- 
day that are without treaty contracts, 
although but one foreign corporation 
has been regularly licensed to transact 
the business here. 


The Next Step. 

Logically, it is held that if reinsur- 
ance companies are privileged to write 
various classes of business here, the 
next step will be the granting like 
power to the direct writing office, so 
that within a few years we may wit- 
ness American fire insurance compa- 
nies transacting all classes of hazard 
such as many of the British and Conti- 
nental companies do at home. 


Owning Subsidiary Companies. 


Of equal importance to the reingsur- 
ance companies bill is that granting do- 
mestic corporations the right to own 
the capital of institutions transacting 
the same line of indemnity. 

A number of foreign companies have 
American subsidiaries of like title to 
the parent office, their stock being held 
abroad. While not privileged to take 
credit for such investment in their 
American statements, the foreign of- 
fices can do so abroad and this practice 
is generally followed. 

A number of the great Hartford com- 
pany control subsidiaries, the stock of 
which is held through the medium of 
holding corporations. 

It will be recalled that when the Ger- 
man-American of New York purchased 
the Rochester German Fire it was 
forced to increase its capital, giving a 
percentage of the new. shares to the 
stockholders of the up-State corporation 
in order to consummate the transaction. 

Under the proposed amendment to 
the law no such round-about method of 
precedure would be required, the pur- 
chaser simply paying for its bargain 
out of its net surplus account. 


JOINS SUBURBAN EXCHANGE, 

Recent company accessions to the | 
membership of the Suburban Fire In-! 
surance Exchange, includes, the Arling- 
ton of D. C., British Underwriters 
Agency, Hartford; Detroit National, 
Detroit; Insurance Underwriters of In- 
surance Company, State Pa., Philad2l- 
phia; Pacific Fire, New York: State 
Assurance, Liverpool; Sterling, Indian- 
apolis and the Stuyvesant of New York 
city. 

Approval of the general agency ap- 
pointments of the John L. Dudley 
Company; J. 8S. Frulingheysen and Wal- 
lace Reid has been given by te asso- 
ciation. 





INCORPORATE IN SYRACUSE, 

The Underwriters of Syracuse, a 
eompany formed to carry on an insur- 
lance business, was 
cently with $50,009 capital by Edward 
T. Etgabrodt, of Cazenovia, James P- 
Maloney and R. B. Smith 


incorporated re-" 


March 6, 1914. 














“Fike Lead ing Fire Insurance Company of 


America’ 


CASH CAPITAL - $5,000,000.00 
WM. B. CLARK, President 
Vice-Presidents 


HENRY E. REES A. N. WILLIAMS 
Secretary 
E. J. SLOAN 
Assistant Secretarie 
E. S. ALLFN GUY FE. * BEARDSLEY 
RALPH B. IVES 
W.F. WHITTELSEY, Marine Secretary 








NET SURPLUS........ 


DANIEL H. DUNHAM, President 
A. H. HASSINGER. Secretary 





Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1913 
IE is ass Ske soe b cece dent caeaeecaseneses 
I ao os (oa: 5 a an wile SaaS eae Alaa 
All Other Léobilitios...... 220.052. 
es INS. 0 65.04 Dak aniwssnad evdedases 


During a successful record of 57 years this 


$12,500,000.00 


Company has paid losses exceeding 


$1,000,000.00 
2,781.578 19 
331,961 11 
2,723,239.49 


$6,836,778.79 


CHARLES COLYER, Vice-President 
JOHN KAY, Treasurer 
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Oerman American 
Insurance Company 
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STATEMENT JA RY I 


CAPITAL 


$2,000, 000 


Restnve FOR ALL OTHER LIABILITIES 


O27 


= 7 SURPLUS 


9.57 6,398 
21.238.425 








THE LEADING FIRE COMPANY 
OF THE WORLD 
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[of Liverpool England. | 














INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


United States Branch 
92 William Street, New York 


aes 


RICHARD D. HARVEY 
United States Manager 











Authorized Capital $500,000 


Artroit National Hire 
Jusuranue Co. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








1853 
SIXTY-FIRST YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


yYorK, PENNSYLVANIA. 





Assets, Dec. 31-1913 
ee ea: FO ccs tes 


veeay $1,152,425.00 
542,514.00 





W. H. MILLER, president 
A. S. McCONKEY, 


a s ete ac 


| 
1914) 


| 








The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 


EXECUTIVE OFFICE 
30 Vesey Street, New York 


AGENCLES 
178 Devonshire Street, 
624 Monadnock Building, 
1309 Traction Building, 
801 Wabash Building. 
709 Dwight Building, 
915 Postal Building, | San Francisco. Cal. 
304 Central Building. Seattle, Wash. 
Utica Fire Alarm Telegraph Co., a, N.Y 


Uti 
The Northern Electric & Mf a T. td., 
tg. Co. Can. 
General Fire paugtonces Co., yn h ates 
ant t 
Colonial Trading Co. A cameos we P nia 
me ‘anama 
F, P .Danfarth, 1060 ane Rio: 
Rosario de Santa Fe, Argentine Republic 


Boston, Mas: 
Chicago, Til, 
Cincinnati, O. 
Pittsburg, Pa. 

Kansas City, 
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APPROVING RATE’S ADEQUACY 


SIGNIFICANCE OF NEW YORK LAW. 





Prof. Whitney Sees Solution of Whole 
Rating Probiem in New Powers 
Given Supt. Emmet. 


That the recent passage in New York 
State of an amendment to the Work- 
men’s Compensation Act, requiring that 
the insurance superintendent approve 
the adequacy of rates filed by the insur- 
ance companies, is the entering wedge 
for the requirement of classification of 
fire insurance rates and real State su- 
pervision of fire insurance rates, is the 
cpinion of Professor Albert W. Whitney, 
manager of the Workmen’s Compensa- 
tion Service Bureau. This is the rate- 
making organization of the liability in- 
surance companies. The same law is 
in operation in Massachusetts. 

How Supervision Will Work. 

Mr. Whitney’s explanation, given to 
The Eastern Underwriter this week, is 
as follows: 

First: Real competition will keep 
the rates filed from being excessive. 
The companies, therefore, will keep 
their rates as low as they can in order 
not to lose business. 

Second: The approval of rates as to 
adequacy is entirely within the province 
of the insurance department for the duty 
of the department is to see that the 
companies keep solvent. If the depart- 
ment feels that the rates are not ade- 
quate it will not endorse the rates filed 
be-ause insolvency would follow the ac- 
ceptance of business. 

Third: The approval of the adequacy 
of rates makes a foundation for a prop- 
er system of reserves. 

Fourth: In order to decide whether 
or not rates are adequate it will be 
necessary for the insurance department 
to have information, which will make 
it necessary to call upon the companies 
for their experience. This can be pro- 
duced only on a statistical basis; in 
other words, classification. 

Solves Rating Problem. 

“My belief is that the plan of approv- 
ing the adequacy of rates as now ap- 
plied to workmen’s compensation can 
be developed into a solution of the 
whole rating problem,” said Mr. Whit- 
ney. 


NEW JERSEY APPOINTMENTS. 


Millers National, Brown & Kingsland, 
Newark. 

Northern Assurance, A. A. Franck, Jersey 
City; Harrison Law, Nutley; David A. 


Power, Metuchen; O. D. Sheldon, Camden; 
John T. Sullivan, Burlington. 
National, George H. Worden & Son, Pater- 
son. 
North British & Mercantile, Henry Stock- 
fleth, Hoboken. 
& Steljes, Hobeo- 


Nord-Deutsche, Steljes 


ken; L. Kretschmann Co., Jersey City. 
North River, Schenck and Schenck, Jerseg 
City. 

Netherlands, Charles A. Seeber, Hudson 
Heights. 

Ohio Farmers, Elkovies Brothers, Perth 
Amboy. 


Norwich Union, Richard McNeely Agency, 


Bradley Beach. 


Phoenix; of Hartford, Conn.; W. J. & C. 
A. Eypper, Guttenberg; Charies R. Neid- 
Rnger, Alpine. 

Standard, Wallis and Rouse, Montclair; 
State Underwriters Agency, Newark. 
. Fire, Joseph W. Wilson, Cam- 
den. 

Sun, David A. Power, Metuchen; Barton 
F. Sharp, Bridgeton. 


Svea, John Pinhero, East Orange. 
Sterling, Brinkerhoff-Jordan, Rutherford; 
Hendricks & Co., New Brunswick. 

Tetonia, Muller & Rollfs, Adam Muller, 
William A. Rollfs, Jersey City: Myers & 
Rell, Inc.. Frederick J. Myers, Rutherford 
B. H. Stell, Newark. 
United Firemens, J. & J. 


McMahon, West 


Hoboken: Murmann & Meister, August Mur- 
mann, Edward Meister, Jersey City. 

Scottish Union & National, Louls 
Kretschmann Co., Jersey City: David A. 
Power, Metuchen; State Underwriters 


Agency, Newark. 
Urbaine, Charles Steidler, 
Western Assurance, Englewood 


Palisades Park 
Real Ee 


tate Co., Englewood; A. Kauffman, 
Bridgeton. 

Williamsburgh City, James Moore, Leonia; 
John T. Roselle, Freehold; Schenck @& 


Schenck, Jersey City. 


| 
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An Inspector’s Qualifications | | 
No. 1 





By FREDERICK C. MOORE 


Risk and Inspection Department 











All inspection work depends primarily 
on the trained inspector, but not every 
man possesses the right natural quali- | 
fications. He requires imazgination, 
not in any inaccurate sense, but to be | 
able to make a mental image of past or | 
future conditions from present indica- ! 
ticns, otherwise he will not be apt to 
trace cause from effect or to forecast 
results. Also he must have a natural 
liking for the details of industrial de- 
velopments so that he will be interest- 
ed to study and understand the proc- 
esses he sees, for comprehension of 
fire protection is not complete or its 
principles capable of satisfactory appll- 
cation unless the nature and degree of 
the hazards in the problem are clear. 
Though many good inspectors hava 
been trained only in the school of ex- 
perience, the majority taken by the 
bureaus now are those who have had 
ecientific school training for these have 
already been taught the principles of 
engineering, physics and chemistry, the 
fundamental principles of which must 
be acquired before a proper realiza- 
tion of inspection work can be attain- 
ed, and the self-taught acquisition of 
such information is comparatively slow 
and difficult. Of the college-taught, 
those who have had special training in 
physics and chemistry make the best 
inspectors, other things being equal, 
provided the engineering instruction 
has not been neglected. 

Whenever I think of the requisite 
oualifications for an inspector the 
training of Kipling’s little Eurasian sec- 
cret service hero “Kim,” flashes through 
my mind. You remember they sent 
him to a native dealer in gems and 
curios, in reality a trusted agent of 
the Indian secret service, who set Kim 
and two native boys at the game of 
observing a varietv of objecis on a 
tray for a few seconds. then the tray 
was taken away and each wrote down 
the names of as many of the objects 
as he could remember, to the end that 
observation and memory should be 
well trained. That would be good 
training for inspectors. The power of 
accurate observation is the corner 
stone of an insnector’s ability Parly 
in mv field career I received a salutary 
lesson in fhis matter, while vet in the 
care of an instructor. At the end of 
an inspection. as we sat in the super 
infendent’s office reviewing the work 
the others asked me for any additional /"" 
suggestions. “Yes.” there was someél 
dirtv waste in such a place. Nothine, 
would do but they should go to see it 
It proved to be ecclored waste an? 
looked dirty at a liftle distance, but it 
was auite clean. It struck me with} 
the force of a blow that waste was no* 
always white and that the evidence of 
the eve freauently needs confirmation 
by other senses. 


Superintendent of the Hartford Fire's {Special | 


North River. Gibbons & Co., Orange; L 
Kretechmann Co., Madison 
North British & Mercantile, Joseph A 
O'Connor, Jersey City. | 
Pennsylvania Fire, Robert T. Davison. | 


West Englewood. 
Queen, Gormley & Bridge, 
Somnuel G. Shaw, Burliffgton | 
Phoenix Assurance, John Greydanus, Pros-| 
ect Park. 
Providence Waehington. Rollfs & Lampe 
Rea'ty Co., Inc., Jersey City 


Jersey City; 


Scottish Union & National, Edward B 
Bassinger, Bloomfield. 
Springfield Fire & Marine. Joseph W 


Schellhorn, Weehawken. 

St. Paul Fire & Marine, Edward R. Pierce. 
8. C. Hodges, Wm. W. Pierce, Perth Amfoy. 

Sterling, G. F. & J. C Lear, Glen Ridge; 
Walter F. Erreckson, Arthur Robertson 
Newark; Raymond A. Bender, Paterson. 

+t Life & Fire, Richard M. Crawford, 
Camde 

= nited States, Terminal Realty Co., Hobo- 
Firemens, Ernest FP. Le Compte, 
Henry Tesnow, Riverside, 


ke 
U nited 
Lakewood; 








Liabilities - - 


P. L. HOADLEY, President 
Cc, E. SHELDON, Vice-President 





FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 
” Chartered in 1846 

Capital Stock ~ - 
Special Reserve Fund 
Net Surplus - - 


Total Assets - 


- $1,000,000.00 
- 5,452,043.92 
- 300,000.00 
- 3,252,859. 29 


$10, 004, 903. 21 








C. W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 























BANQUET OF HARTFORD BOARD 


ASSOCIATION IS 50 YEARS OLD. 


Only Eight Presidents in All That 
Time; President E. S. Cowles 
Turns Historian. 


The Hartford Board of Fire Under- 


writers celebrated its fiftieth annl- 
versary with a banquet in that city 
on Thursday night of last week. Pres- 
ident Edwin S. Cowles was toast: 
master. In fifty years there havo 
been only eight presidents of this 
board. They were Hezekiah Hunting. 
ton, president of the Hartford, 1864; 
Lucius J. Hendee, president of the 
Aetna, 1866; George L. Chase, presi- 
dent of the Hartford, 1868; Martin 
Bennett, Jr, United States manager of 
the Scottish Union & National, 1880; 


James Nichols, now ‘president of the 
National, 1886; Charles E. Chase, 
former president of the Hartford, 1895, 
Charles E. Parker, New England man- 
azer of the Insurance Company ol 


North America, 1908; E. S. Cowles, 
1913 

Letter from C. E. Chase. 
George L. and Charles E. Chase 


} 


neld the 
period of 


them for 2 
The latter, 


between 
five years. 


pesition 
twenty- 


who is in the South, sent a letter to 
the board congratulating it upon its 
record and wishing it continued suc 
cess. 


President Cowles read a history of 
the board. Among the interesting 
stories that he told was one relating 
to the adjustment of the loss on the 
Colt Armory in April, 1864, when a 
committee of two did the work at an 
expense of $15, although che fire was 
ene of the largest in the history of 


the city 
Gayle T. Forbush, representing the 
New England Fire Insurance Ex- 


change: Silas Chapman. Jr, the oldest 
of the board in point of ser- 
harles Parker also spoke. 


member 
and C 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 
Cash Capital ....... $1,000,000.00 
Or ee 7,260,197.27 
Net Surplus ........ 2,596,266-99 
Surplus for Policy 

Holders ......... 3,596,266.99 


HEAD OFFICE 
cor. William & Cedar Streets 











For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Policy 
Holders - : - 1,741,305.00 
The real strength of an insurance company is in 
the conservatism of its m ement, the man- 


agement of THE HANO is ab abedlute as 
surance of the security of its policy. 


R. EMORY WARFIELD ~ President 
JOSEPH McCORD .- Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst.Sec'y 


JAMES W. HOWIE - - Gen. Agent 
HOME OFFICE: 
Hanover Bidg., 34 Pine St. 


NEW YORK 











EDGAR J. HAYNES, Pres. 


THE OLDEST FIRE INSURANCE C 
STATE OF NEW JERSE 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 


STATEMENT JANUARY 1, 


MPANY CHARTERED BY THE 
(Chartered 1811) 


1914 
. $2,009,888.00 
500,000.00 
$1,107,131.00 


Responsible Agents wanted in Cities and Towns where 
Company is not now represented 
THOMAS L. FARQUHAR, Secy. 








THE YORKSHIR 


FRANK & DuBOIS, U. 
0. E. L ANE. 
New York Life Insurance & Trust 


8. Managers 








Insurance Company, Ltd, 


OF ag ENGLAND 
18 


tablished 
The “YORKSHIRE” is the oa »st and Strongest of the Engle Fire Companies not here- 
_tofore represented in the United States 


ERNEST B, BOYD, Underwriting Manager 
Assistant Manager, 80 Maiden Lane, New York 
Co., U. 8. 
AC - S COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 
RTH & SOUTH CAROLINA DEPARTMENT, Harry R. Bush, Manager, Greensboro, N. C. 
SOUTHEASTERN DEPARTM ENT. Dargan & Hopkins, Managers, Atlanta, Ga. 
Louisiana & Mississipi Department, JAS. B. ROSS, Manager, New Orleans, La. 


Trustee, 52 Wall Street 
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BROKERS’ ACTIVITIES 


NEW YORK PIREMEN 60 T00 FAR 


EMMET ON TAX DATA DEMANDS. 














New York Superintendent of Insurance 
Tells What Questions Brokers in 
State Should Answer. 





William T. Emmet, Superintendent of 
Insurance, has written a letter to the 
Firemen’s Association of New York 
State, putting a curb on the Associa- 
tion’s activities in asking brokers to 
supply data in order to insure the com- 
plete payment of the two per cent. tax 
allowed under the law. Superintendent 
Emmet’s letter in part follows: 

“Although we have no desire to criti- 
cise your circular letter, we find our- 
selves under the necessity, in response 
to inquiries which are made from time 
to time relative thereto, of conforming 
our correspondents’ views with our own 
cpinion, that the letter not ‘only makes 
unwarranted demand upon the brokers, 
but is, also, misleading in its phrase- 
ology. As we understand it, the entire 
obligation of brokers in this matter is 
defined in the last paragraph but one 
of Section 136 of the insurance law by 
which they are required to make re- 
turns to the respective tax officers in 
the localities wherein property insured 
by them in foreign fire insurance cor- 
porations is situated, viz.: 1, the fact 
of such insurance; 2, the precise loca- 
tion of the property; 3, the name of 
the insurer; 4, the amount of the pre- 
mium to be paid by the assured. 

“Your letter not only calls for more 
information than the law requires the 
brokers to furnish, but also overlooks 
the exemption which the law makes 
with respect to the payment of the tax 
in question on insurance covering prop- 
erty situated in the cities of New York 
and Buffalo. It also, by the general 
language employed, seems to imply that 
the information required should cover 
all policies written by the broker in- 
stead of being limited strictly to poli- 
eies written in foreign fire insurance 


companies.” 


Unlimited Insurance. 

The renewal of the insurance on 
paintings and other art objects in the 
Morgan collection at the Metropolitan 
Museum of Art, New York city, is now 
being placed. Brokers also have in- 
structions to bind all the insurance they 
can possibly obtain, for an unlimited 
amount, to cover the additional art ob- 
jects placed in the Museum and also in 
the two new wings that have been built. 
To go the limit in placing insurance run- 
ning far into the millions is an unique 
experience for many brokers. A sprink- 
ler equipment has been placed in the 
basement of the Museum. 

* * od 
Make Speeches 
Ramsey Act. 

Ralph Simmons, an insurance broker 
at No. 80 Maiden Lane, who is also 
manager of the insurance departments 
of the Rubberset Shaving Brush Co., 
Essex Press, Einstein leather interests 
and other corporations, will soon start 
on a speech making tour of New Jersey, 
in an effort to bring about the repeal 
of the Ramsey Act. He will address 
trade associations. He has already 
spoken to the Typothetae of Newark. 


Broker to Against 


Simmons charges discriminations by GRAIN ELEVATORS HIS SUBJECT. 


the Rating Expert, and, also, he does 
not like the application of the co-insur- 
ance clause. His principal plaint fol- 
lows: “Atlee Brown put out an occu- 
pancy and susceptibility charge in a 
printer’s or binder’s rate of $1.50. In 
a daily newspaper printing establish- 
ment the charge for the same item is 
forty-five cents. Thus, there is dis- 
crimination in favor of daily paper job 
office proprietors against other printers.” 
+ a + 


Where Insurance is Hard to Place. 

If the Kirkpatrick bill, limiting re- 
insurance, becomes a law in New 
Jersey sOme of the iarge risks there 
will not be able to get enough insur- 
ence, in the opinion of brokers. Several 
of the large foreign companies are not 
writing now in Atlantic City and only 
last week agents from that resort were 
trying hard to get additional insurance 
on the Hotels Chalfonte and Haddon 
Hall. Similar conditions prevail in 
Asbury Park. In Atlantic City certain 
companies write only block lines, and 
they have a low net limit. 

— - * 
Organizing Mutuals. 

Several ‘New York brokers are 
busily engaged in organizing mutual 
companies under the compensation act. 
The Faulkner Underwriters’ Agency, of 
No. 80 Maiden Lane, has circularized 
manufacturers in several trades on the 
subject. 





REWARDS FOR STOLEN AUTOS. 





J. E. Curtis, of Westchester, to Address 
Round Table Order—Accountants 
to Dine. 





J. E. Curtis, superintendent of the 
special risk department of the West- 
chester, will talk on “Grain Elevators” 
at the meeting of the Round Table Order 
in the offices of the Insurance Society 
of New York on Tuesday night of next 
week. 

The accountancy branch of the Insur- | 
ance Society will give a dinner in April. | 

At the spring dinner of the Insurance | 
Society on March 24 Vice-President | 
David Rumsey, of the Continental, will | 
be the speaker. While the subject of | 
his address has not been decided yet, | 
it will probably be “The State and the | 
Insurance Company.” 





LOSSES. | 
| 


HEAVY HARTFORD 





Two Fires There in One Week Run Up 
Losses of More Than | 
$300,000. 





The $100,000 loss of the Auditorium | 
Building, Hartford, and the Union Sta- 
tion loss of more than $200,000 both | 
coming in one week, were discourag- | 
ing to Hartford underwriters. The | 
total 
$138,635 in the Connecticut capital. 

Fire Marshal Clark, of Hartford, 
after an investigation of the Audi- 
torium fire learned that some em 


ployes of the G. W. Fuller Company, 
one of the tenants, had been melting 
glue with a gasoline torch, and that 
the fire apparently started from an 
explosion of the torch. The store 
was directly under the theatre flies. 
Efiicient work was done by a ‘water 
tower, which saw its first service in 
this fire, 





JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 








fire loss of last year was only | -* 








BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
Head Office: Toronto, Canada 
UNITED STATES BRANCH 


January 1, 1914 
$1,889,181.00 
727,908.00 
HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen, Manager 





Adjuster E. B. Hopwood Would Abolish 
Practice; Insurance President Dis- 
agrees With Him. 





E. B. Hopwocd, an adjuster for in- 
strance companies who has made a 
specialty of running down and prose- 
:uting automobile thieves, gave an in- 
terview last Sunday to the New York 
“Sun,” in which he expressed the belief 
that no rewards for the return of stolen 
automobiles or accessories should be 
cffered by the underwriters. 

In commenting upon Mr. Hopwood’s 
statement, the president of one of the 
large insurance companies said to the 
“Sun” reporter: 

“If we insure a car worth say $5,000 
for $2,000 and that car being stolen we 
can recover it for some $300 or $409 
reward we naturally save $1,600 or $1,- 
760. We are in business, like any other 
concern, to make money, not to lios2 
it and when we can do so by the pay- 
ment of a smal] sum although such pay- 
ment may be forced from us, we regard 
it as our business duty to take advan- 
tege of the opportunity.” 





REPORT ON SYRACUSE. 





National Board Engineers See Liability 
of Group Fires Only-——Manufactur- 
ing Buildings Sprinkled. 








Discussing conditions in Syracuse, 
N. Y., the National Board of Fire Un- 
derwriters say that serious fires involv- | 
ing groups or entire blocks are possible | 
in the congested value district. Manu- | 
facturing buildings are mainly sprinkied, | 
and not liable to conflagrations. Sweep- 
ing fires are probable in the compactly | 
built shingle-roofed frame residential | 
sections. The fire department is effi- | 
cient and well equipped, but is handi-| 
capped by grade crossings and canal | 
bridges. 

The water supply, municipally owned, | 
is praised. 


| 





1831 ———1914 








THE Potomac INSURANCE ComMPANY 


OF THE DISTRICT OF COLUMBIA 
Pennsylvania, West Virginia, Ohio 


Address HOME OFFICE - - _WASHINGTON, D. C, 


(FIRE) 


Agents Wanted in 


and Illinois 











HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW YORK STATE DEPARTMENT 





PERCY B. DUTTON, Manager, Rochester, N. Y. 








QUEEN 


ius. Cc. of America 
stew yvor< 








“STRONG AS THE STRONGEST” 


The Northern Assurance C0, 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid $85, 000, 000 
Losses Paid in U. 8S. $28,000, 000 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 











R. W. ALEXANDER, Pres. 


Cash Capital $1,000,000.00 





BALTIMORE, MD. 
Surplus to Policyholders $1,203,604.68 


FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Apply HOME OFFICE 


W. W. ALEXANDER, Sec. 














JOHN L. DUDLEY, Pres. JOHN E. KING, 


General Agents in the U. S. for the 


The John L. Dudley, Jr. Co. 


84 William Street, New York City 


Vice-Pres. GEORGE E. WOOD, Vice-Pres. 


Arlington Fire, of Washington, D. C. 





Western Assurance, of Canada 


GENERAL AGENTS SUBURBAN DEPARTMENT: 


Sterling Fire, of Indiana 





Atlas Assurance Co., London; 
Germany ; County 





HEAD SUBURBAN AGENTS: 
Sun Underwriters, London; 


Nord-Deutsche, 
Fire, Philadelphia 
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Casualty and Surety News 




















ACCIDENT 
COMPANY 


OF CANADA 


Bad 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for tlie United States 
57-59 WILLIAM ST.,NEW YORK 


Western Department: Pacific Department: 
39 SO. LaSALLE STREET 332 PINE STREET 
Chicago, II! San Francisco, Calif. 











FIGHT , COMPROMISE: OFFER 


HOLD UP CLAIM ADJUSTMENTS. 


Court to Consider Liability of Munich 
Reinsurance Company in Aetna 
Indemnity Losses. 


The affairs of the Aetna Indemnity 
Company were aired before Judge 
Greene in the Superior Court at Hari- 
ford a few days ago. The Company 
had contracts with the Munich Rein- 
surance Company covering honds. Be- 
fore receivers were appointed for the 
Aetna Indemnity in January, 1911, 
claims had matured, Representatives 
of the Munich allegec that the con- 
tracts it had with the Aetna Indem 
nity were not reinsuranc2 contracts 
under which the Munich coull be held. 
The Munich offered to compromise, 
agreeing to pay its full liability on 
the claims so far adjusted. and, also, 
to pay its proportionate share of the 
costs that had been incurred in mak- 
ing the adjustments. As to outstand- 
ing claims that had not been adjusted, 
the proposition was that the Munich 
would pay 50 per cent. of the liability 
found against it to be paid regardless 
of any divideni that would be paid 
by the Aetna. 


Fight Compromise. 


The attorneys for the Aetna thought 
it better to have the ccurt approve 
of the compromise rather than have 


the receivers bring suit against the 
Munich. A. H. Barclay, representing 
the National Surety Company and 


othars, objected to the compromise. 
The court gave counsel for the Na- 
tional a week in which to file authori- 
ties bearing on the question of the 
Munich’s liabil:ty. 

The court denied the application 
made in the interest of the-city of 
Columbus, Miss., for permission to 
present a claim. The city’s treasurer 
was bonded in the Aetna Indemnity». 
He defaulted for $1,400. 


MEETING OF MUTUAL MEN. 
Little Falls, N. Y., March 3.—Repre- 
sentatives of the Utica Mutual Compen- 
sation Insurance Company, and the Mas- 
sachusetts Employers’ Insurance Com- 
pany met here a few days ago and dis- 
cussed the new compensation act. 


| 


| 


| Teau. 
best way to ward off State insurance | 


|BUREAU’S 


NEW MANAGER: 


|CAREER OF ALBERT W. WHITNEY. 


Liability Companies Keep in Touch 
With Advanced Movements in So- 
cial Insurance and Welfare Work. 


No organization in the entire world | 


of insurance is keeping in closer touch 
with public sentiment as it affects the 

welfare of the working man than is the | 
Workmen’s Compensation Service Bu- | 
The companies believe that the’ 


is by making the Bureau’s service so 
efficient that insurance by the State 
will be unnecessary. In accident pre- 
vention alone the Bureau is doing re- 
markable work. 

One reason for engaging the services 
of Professor Albert W. Whitney, a dis- 
tinguished economist, social student and 
Statistician, as manager was to enable 


|the Bureau to keep in the closest touch 


|} with every 


advanced movement in so- 
cial insurance, and with employers and 
ail organizations and associations that 
are trying to amelicrate the conditions 
of the laborer. All of the resources of 
the Bureau to aid in making social 
legislation intelligent and really help- 
ful are being extended. Advertising in 
public journals is also being done to 
call attention to the fact that the rate- 
making function of the Bureau is to se- 
cure to employers of labor equitable 
rates of insurance. 


Professor Whitney's Career. 

Mr. Whitney’s career has been par- 
ticulariy interesting. In the mathe- 
matics department of the University of 
California, while conducting a course 
in the theory of probability, he gave 
some applications cf theorems to insur- 
ance. His attention was called by the 
San Francisco Board of Fire Under- 
writers to the problem of the determina- 
tion of co-insurance rates with the re- 
sult that he worked out a solution, 
which was presented to a meeting of 
Pacific Coast underwriters. He was 
asked to make a statistical investiga- 
tion of the subject and at his disposal 
were placed proofs of loss on practically 
all the San Francisco business for five 
years. On the basis of this statistical 
experience, and, also, making an actu- 
arial analysis, he worked out a system 
of co-insurance, which was published by 
the fire underwriters in a pamphlet of 
one hundred pages. 

Next, Mr. Whitney arranged some 
separate insurance courses, beginning 
with life insurance and extending to fire 
and social insurance. 


Compensation and Merit Rating. 


After the conflagration the San Fran- 
cisco Chamber of Commerce asked him 
to make a report on insurance settle- 
ments and the general situation. He 
went about this in his customary thor- 
ough way, getting reports on about 
15,000 settlements, and, at the end of 
six months, presented his analysis, cov- 
ering every phase of the adjustments, 
which report had a _ circulation of 
1 ALO copies. 

The Merritt joint committee of the 
New York Senate and Assembly, ap- 
pointed to investigate legislative prac- 
tices and the affairs of insurance com 
panies other than life, then engaged 
Mr. Whitney as actuary and he made 
an elaborate report on fire insurance 
conditions for this committee. He re 
turned to his university work in Call- 
fornia where he remained until he was 
engaged as actuary for the California 
Industrial Aecident Board. He hel: ed 
frame the California Workmen's Com- 
pensation bill, and went to Sacramento 
to aid in its passage. He also was ac- 
tive with Carl M. Hansen, now secre- 
tary of the Bureau, in devising the first 
plan for a merit rating system in lia- 


ne ee eee ee ce me - 











Charles H. Darling, President 


ASSETS 
$1,200,000 Municipal Bonds.... $,147,375-30 
Due from Agents (not including 
premiums written prior to 


November Ist, 1913)........ 226,197 43 
Accrued Interest .............006 12,243.73 
Cash in Banks and Offices.. 56,843.56 


$1,442,660.02 


BURGLARY, 





AMERICAN FIDELITY COMPANY 


MONTPELIER, VERMONT 
OFFICERS 

Cecil Piatt, Secretary 

STATEMENT, DECEMBER 31 


i 


FIDELITY AND SURETY BONDS 
PERSONAL ACCIDENT AND HEALTH INSURANCE 
THEFT AND LARCENY INSURANCE 


$360,000.00 Deposited with Insurance Departments for the Benefit of all Policy Holders 


Ralph B. Denny, Treasure; 
. 1913 
LIABILITIES 


CEE cnevesssesecc $382,750 00 
Legal Reserve .... . 444,966.29 
Loss Reserve 397,530.30 
Commissions 57,363.36 
Accrued Taxes 23.604. 21 


Other Liabilities cept d 
Surp'us ° 


3,496.7 
132,949.11 


$1,442 660. 02 











ALBERT W. WHITNEY. 


Manager of Workmen's Compensation 
Service Bureau. 


bility insurance. Superintendent W. T. 
Emmet, of the New York Insurance De- 
partment, asked Professor Whitney to 


become associate actuary to work out 
preblems as they come up. While with 
the New York Department Mr. Whitney 
did splendid work, particularly in study- 
ing fire insurance ation and workmen's 
compensation problems. In the draft- 


ing of the Workmen’s Compensation bill 
in New York State his advice on many 
points was invaluable. Much of his 


work in the future will be along edu- 


cational lines. 


PLATE GLASS RATE WAR. 


Scrious Situation in New York Dis- 
cussed at Two Association Meet- 
ings on Wednesday. 


As The Eastern Underwriter goes tu 
press the Plate Glass Underwriters As- 
New York, and the Plate 
Glass Service and Information Bureau 
are holding meetings to decide whether 
or not to continue these organizations 
or to declare a rate war. Both associa- 
tions were formed in 1905. Three years 
ago there Was a reorganization, several 
companies coming in. Five companies 
are now out of both associations 
the Preferred, Maryland, Prudential, 
Southwes‘ern and Commercial! At the 
time of the reorganization three com 
panies joined who were paying higher 
commissions than others, the Associa 
tion eccmmission being 25 per cent. to 
egents and 35 per cent. to brokers 
These companies continued their old 
commission arrangement 


sociation, ol 


a eee ee me 


ELECT ARMSTRONG PRESIDENT 


NEW YORK AGENTS’ CONVENTION. 





Optimistic View of Compensation Act 
Taken By Chief Examiner of 
Insurance Department. 


Syracuse, N. Y., March 2.—At the 
annual meeting of the National New 
York State Liability Underwriters As- 
sociation last week A. T. Armstrong 


was elected president for the third 
time, and was presented with a 
diamond ring by the Association in 


recognition of his services. Other 
officers were elected as follows: First 
vice-president, P. D. Kiernan, Albany: 
second vice-president, W. H. Ryan, 
Buffalo: third vice-president, A. W. 
Harrington, Troy; fourth vice-presi- 
dent, J. P. Doyle, Oswego; fifth vice 
president, L. J. Brownell, Potsdam: 


sixth vice-president, R. G. Wadsworth, 
Binghamton; seventh vice-president, 
C. A. Cole, Niagara Falls; treasurer, 
N. C. Spencer, Buffalo; secretary, G 
T. Amsden, Rochester. 
Wade Fetzer Talks. 

Wade Fetzer, president of the Na- 
tional Association of Casualty and 
Surety Agents delivered an address 


He told of the successful working of 
ithe illinois Compensation Act. Super 
intendent Emmet, of the New York 
Insurance Department, could not at. 
tend and his place was filled by Leon 
S. Senior, chief examiner of the de- 


rartment. He explained the working 
ef the New York Compensation Act 
nd in discussing the State fund said: 


The State fund will start off with 
the advantaze of being subsidized 
through an appropriation cover- 
ing expenses for two and a half 
vears. The race will start July 1, 
m4 The Insurance Department 
has approved of the premium rates 
and favors competitive forms of 
insurance and the department and 
the people will watch as disinter- 
ested spectatcrs the outcome of 
the contest. with the hope that the 
survive. 


fttest will 





RATES ARE TOO LOW. 
department of the Na- 
of Chicago, sounds 


The casualty 
t'onal Life, U. S. A., 
a note of warning, which seems to re- 
flect the trend of the times. In a com- 
munication to agents the Company says 
in part: 

“The time is near at hand when an 
increase in premium rates or a reduc- 
tion of benefits on the regular monthly 
business must be made. During the last 
few vears contracts have been liberal- 
ized so as to materially affect the loss 
ratio. and other burdens have been 
placed upon insurance companies.” 








SHERIFFS MUST PAY. 
Attorney General Light, of Connectl- 
cut. has ruled that sheriffs in future 
must pay all premiums on their bonds. 

These bonds are $10,000 each. 
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AGENTS TO WRITE ALL LINES 


BANQUET OF GENERAL ACCIDENT. 








T. W. Leonard, of Weekly Department, 
Host—Speeches by Manager Norie- 
Miller and Others. 





Departing from the old idea of keep- 
ing the various departments of a multiple 
line casualty company separate and 
distinct and maintaining a field force 
for each branch, United States Manager 
C. Norie-Miller of the General Accident 
Fire & Life Assurance Corporation, 
Limited, at a dinner tendered the mem- 
bers of the Weekly Department under 
the management of Thomas W. Leonard, 
in New York, on Saturday evening last, 
announced that hereafter the corpora 
tion proposed to enhance the value of 
an agency connection in the Weekly De- 
partment by permitting the agents to 
write all lines of casualty business. 

He advised the guests that every as- 
sistance would be given them by the 
heads of each department. 

Over 300 Per Cent Increase. 

After Mr. Leonard, host and toast- 
master, had complimented the agents 
on the great showing made during 1913, 
it having been the best year in the his 
tory of the department, he called atten- 
tion to the increase of over 300 per cent. 
in the monthly department made during 
1913 in which the agents in the weekly 
department played a prominent part, 
placing the General Accident second in 
the United States among companies 
writing that class of business. .Mr. 
Leonard spoke at some length on the 
action of the corporation in making it 
possibie for all men in its employ to 
write all lines of business transacted by 
it. He said it was a contrast to the 
condition existing a few years ago when 
men in one department were not on 
speaking terms with those in anothen. 
He called attention to the fact that the 


General was now managed by young 
men. 
On being introduced, United States 


Manager Norie-Miller paid a compliment 
to Mr. Leonard, stating that under his 
“live wire” conservative management, 
the business cf the weekly department 
has been increased to such an extent 
that it was now one of the most profit- 
able departments in the Company. 
Head Office Men Present. 

Among these present from the United 
States head office were United States 
Manager C. Norie-Miller; Walter Schnar- 
ing, manager of the Commercial Acci- 
dent Department; J. L. Mautner, super- 
intendent, Metropolitan Liability De- 
partment; W. M. Pietz, manager, Metro- 
politan Accident Department; L. N. 
Amber, manager, Application Depart- 
ment, and J. R. Dolmage, secretary to 
U. S. Manager Norie-Miller. Guests trom 
out-of-town districts included Super- 
intendent S. B. Hoge of Philadelphia. 
Henry Senger, superintendent in Bridge- 
port, Conn.; M. Green, manager of the 
Brooklyn District; Assistant Superin- 
tendent I. Choyke of New York; S. 
Scornavak, of Hoboken; H. Schneewis, 
of Brooklyn; J. B. Gladden, J. Tagle, 
J. Goldberg, Samuel Krosen and Thomas 
Dobbs also spoke. 


RATING DISABILITY. 





Massachusetts Will Probably Follow 
Lead of California in Estimat- 
ing Injuries to Workmen. 





The new plan, under the Workmen's 
Ccmpensation law in California. of rat- 
ing disability, has made such an impres- 
sion upon a member of the Massachu 
setts Commission, who went to the 
Coast to investigate. that he wiil ad- 
vise the adoption of-a similar plan in 
Massachusetts. 

The California iaw does not contain 
anything specific with regard to 
definite injuries. In the California 
scheme the determination of the de} 
gree of disability for a particular in-| 


fa erenompent by 


jury is made a ruling of the Board, but, 
instead of taking up each case sep 
arately, a schedule has been prepared 
after months of work which makes it 
possible to rate each injury in a sys- 
tematic way, taking into account age 
and occupation, as well as the nature 
of the injury. 

To illustrate: If a stevedore loses 
a finger his disability is naturally much 
less than if a printer should meet with 
the same accident. On the other 
hand, the loss of a leg would be more 
serious to the stevedore. 





WANT BENEFITS REDUCED. 





Action of American Association of 
Accident Underwriters at Its 


Convention in Chicago. 





At the convention of the American 
Association of Accident Underwriters 
in Chicago last week the special com- 
mittee on agents’ compensation and 
premium rates on monthly payment 
business recommended a reduction in 
benefits paid for the basic premium 
of $1 a month, according to the fol- 
lowiag schedules, and the recom- 
mendation was adopted: 

AA—Accident, $50; 
death, $500. 

Class A—40-40, $400. 

Class B—35-35, $300. 

Class C—30-25, $250. 

Class D—25-25, $250. 

Class E—20-20, $200. 

Class F—20-20, $100. 

Class X—2-20, $100; premium, $1.40. 

Class XX—20-20, $100; premium, 
$2.50. 

The committee also recommended 
that the so-called exceptions be elim- 
inated from policies and that the offi- 
cers of the Association furnish simi- 
lar organizations with a copy of this 
report requesting their operation. 

The Association also went on rec- 
ord as recommending a maximum 
commission on commercial personal 
accident and health business to brokers 
and local agents of 25 per cent. and 
in large city offices and general agen- 
cies a maximum commission not to 
exceed 35 pe: cent. 


health, $50; 





WANTS JERSEY LAW AMENDED. 


Senator McGinnis has introduced in 
the New Jersey legislature a bill amend- 
ing the employers’ liability law. It giv2s 
to the injured employe, for the loss of a 
thumb, compensation for eighty weeks, 
for loss of a hand sixty per cent. of 
daily wages for 200 weeks, prescribes 
method of procedure for determining 
eases arising under this act and awards 
fees for expert medical testimony. 





WITH THE HARTFORD ACCIDENT. 
The latest accession to the manager- 
ial staff of the Hastford Accident and 
Indemnity Company, of Hartford, is W. 
G. Falconer, for sometime past general 
counsel and claim manager of the Gen- 
eral Accident Fire and Life, at its chief 
American offices in this city. 





A PETTY GRAFT BILL. 
Several bills of interest to insurance 
men have been introduced in the Mary- 
land Legislature. One will compel ad- 
companies of their 
statements in Maryland newspapers. 


MAKES A PLEA TO BROKERS 


STERLING TALKS PLATE GLASS. 








Chaos Will Result if Rates are Not 
Upheld, Says Fidelity & Cas- 


ualty Manager. 





Nelson D. Sterling, manager of the 
plate glass department of the Fidelity 
& Casualty Company, told the members 
of the Barebones Scciety at a dinner 
in New York on Tuesday night some 
interesting facts about rates and losses. 
He explained the making of rates in 
different sections of the country, and 
said that the plate glass insurance com- 
panies bought hundreds of thousands of 
dollars werth of plate glass a year to 
replace broken panes. He deplored the 
threatened rate war in New York, and 
told the brokers present that they 
would be sufferers from it in the long 
run. 

Commenting upon the plate glass 
windows in the Gimbel Bros. store, 
Broadway and Thirty-third street, he 
said these are worth $700 or $809 each, 
being extra large; eight of the panes 
were broken last year, and the business 
was written at a cut rate. 

Manager Bogart, of the Globe Indem- 
nity’s burglary department, also spoke 
interestingly. 





MASSACHUSETTS DECISIONS. 





Can’t Reccver for Waiter Under Com- 
pensation Act; Verdict About Farm- 
hand is Rendered. 





In a decision handed down the full 
bench of the Supreme Court of Massa: 
chuset’s decides that a waiter employed 
by a caterer for a single banqret is ex- 
cluded from the benefits of the Work- 
men’s Compensation Act, his employ- 
ment being merely casual. The deci- 
sion reverses a decree of the Accident 
Industrial Board, which awarded Emma 
G. Gaynor, widow and dependent of 
Joseph C. Gaynor, $7.50 a week for 300 
weeks. 

Gaynor was employed by T. D. Cook 
& Co, Inc., caterers, as a waiter at a 
banquet at Mt. Holyoke College, South 
Hadley, Oct. 9, 1912. He was hired the 
day before for service at the banquet. 
While preparing to serve the banquev 
he was injured by slipping on the floor. 
His injuries ultimately caused his 
death. 

The question at issue in this case 
was whether Gaynor was an employe 
within the meaning of the act, or was 
merely one whose employment was 
casual. 

The court says: “It would be diffi- 
cult to conceive of employment more 
clearly casual in every resvect than 
was that of the employe in the case 
at bar. The engagement was for a 
single day and for one occasion only.” 

The employer was insured by the 
Standard Accident Insurance Company, 
which took the case to the Supreme 
Court, 

Not Obligatory on Farmers. 

A farmhand, in order to enjoy the 
benefits of the Workingmen’s Compen- 
sation Act, must be specifically insured 
as such, according to the full court de- 
cision in the case of Patrick Keaney. 
He sought compensation from the Em- 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
Premiums Written in 1912 - $3,477,000.00 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT— HEALTH—LIABILITY 


Automobile- Elevator —-Teams - Burglary —Workmen’s 
Indemnity—Etc., Etc. 33 se 


C. NORIE-MILLER, United States Manager 








ployers’ Liability Assurance Corpora- 
tion, Ltd., because of injuries sustained 
by falling off a wagonioad of hay while 
in the employ of Dan el L. Tappan of 
Arlington. Keaney worked on the 
farm. Tappan insured eight men who 
were employed exclusively in taking 
garden material into Hoston. Keaney 
was employed only on the farm. 

The court holds that the Compensa- 
tion Act was not intended to confer 
its advantages on far:n laborers or to 
impose its burdens on farmers. 

“A farmer employing laborers in 
agriculture suffers no harm,” says the 
court, “in not undertiking to become 
a subscriber under the act. There 
appears to be no reason for saying that 
a farmer may not adopt it if he desires. 
On the other hand. if he does not de- 
sire to make it availabe for all of his 
employes, there is no insuperable ob- 
jection to his undertaking an insurance 
for a limited portion uf them.” 

The court affirms tne decree of the 
Superior Court denying compensation 
to Keaney. 





UP TO THE PETITIONER. 





He Must Prove Accidental Death of 
Employe Says New Jersey 
Supreme Court. 

Among the opinions handed down by 
the Supreme Court of New Jersey, con- 
struing various features of the em- 
ployers’ liability law is one by Justice 
Swayze setting forth that the burden of 
proving that the death of an employe 
was due to an accident, arising from 
his employment, rests upon the peti- 

ticner. 

An employe died following injuries 
sustained while using an employer's 
automobile without permission, and, 
after he had been explicitly forbidden 
to use it. It was intimated that this 
fact alone might have warranted throw- 
ing the case out of court. The judg- 
ment of the Common Pleas Court, how- 
ever, was set aside on a distinct ground, 
viz.: That the physician who attended 
the injured employe refused to state 
that the accident was the cause of 
death. The case is that of Gustav A. 
Reimers against the Proctor Publishing 
Company, Bayonne. 





D. W. ARMSTRONG PRESIDENT. 

The National Fidelity & Casualty 
Company, cf Omaha, has elected David 
W. Armstrong, Jr., president. He suc- 
ceeds A. V. Kinsler, resigned. Mr. 
Armstrong was formerly secretary of 
the National Surety Company, and is 
one cf the best known casualty under- 
writers in the country. The Armstrong 
agency in New York will be continued. 





NEW SOCIAL INSURANCE REPORT. 

Sophie Irene Loeb, who went abroad 
to get facts about social insurance for 
the State of New York, will arrive home 
the end of this week. Adair Hore, an 
English National Insurance Commis- 
sioner, compiled for her an exhaustive 
report on the relief system. This with 
Miss Loeb’s observations will be made 
the basis of a report covering the whole 
subject of dependents. 





REPORTING AUTO ACCIDENTS. 

Mitchell May, New York Secretary of 
State, has written a letter to the New 
|York “Times,” declaring that there 
}should be compulsory powers whereby 
all motor car accidents should be re- 
ported. to one authority, as in Massa- 
chusetts. Education is the only way to 
|stop auto accidents, says Mr. May. 








| 

ELEVATOR SAFETY. 
| Rudolph P. Miller, Superintendent of 
| Buildings in Manhattan, New York, has 
|had introduced in Albany a bill requir- 
{ing the installation of proper safety de- 
vices for elevators. His act requires 
that it be made impossible to move a 
ear from a landing in either direction 
while any gate or door used for entrance 


|or exit is unclosed, 
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Special Talks With Local Agents 


[_ Special 1 soi | 





Some of the largest 

A Field Where liability policies in 

Experts Only the country are writ- 

CanSucceed ten in Jersey City, 

N. J., where one of 
the most successful producers is Doug- 
las S. Schenck, of Schenck & Schenck, 
represemitatives of the Ocean. He is 
@ young man who has made a special 
study of all phases of the business. His 
best capture was a $30,000 deposit pre- 
mium. The Schenck brothers got their 
early training in the field of accident 
insurance, being with the Northeastern 
Agency Company, New York, which rep- 
resented the North American Accident 
in eleven Eastern States. In a talk 
with a representative of The Eastern 
Underwriter Douglas S. Schenck said: 

“To write liability insurance success- 
fully you must first of all convince an 
employer that you can give him the 
best service he can find. He must fesl 
that you are apn expert. This means 
that you write the contract in such a 
way that, he is covered under- every 
contingency; that he has the best 
tates; that the company is conserva- 
tive and strong; that in the event of 
loss he will be protected. Now, events 
move swiftly in workmen’s compensa- 
tion insurance and the least that can be 
expected of an agent is that he know 
everything happening in his own State. 
In fact, he should be better posted than 
the company underwriter, because the 
latter has such extensive territory to 
look after and new laws and rulings 
are constantly being enacted and 
promulgated.” 

* ” s 
“Immunity from 
it’s Accidental Accidents is Itself 
if You Don’t an Accident” is a 
Have an Accident convincing caption 
used by the Trav- 
lers’ “Record.” 

People are often surprised by the 
number of accidents that figure in a sin- 
gle issue of their local paper, but such 
local accidents are being daily repro- 
duced in a hundred thousand other lo- 
ealities, and the majority of accidents 
other than those of a fatal or serious 
-character are never chronicled at all. 

The coroner’s report of the City of Chi- 
-eago shows an increase from 3,482 acci- 
-dental deaths in 1905 to 5,274 in 1912, 
and a total for eight years of nearly 36,- 
000 fatal accidents. The fatality record 
-of New York City from a few causes is 
of unusual interest. Multiply these 
by the thousands of other towns and 
-eities, bearing in mind the enormous 
proportion of injured to killed, and 
ss0me idea of the loss not only of human 
life but of economic results to the fami- 
lies of the victims and the community 
eat large will be obtained. The sensa- 
‘tional catastrophes that horrify the 
-ecuntry every year are but minor con- 
“tributors to the total killed or injured. 


“years (18 to 65) of a man’s active life 
-show that continued immunity am‘d the 
accumulating chances of eac® day's ac- 
“tivity is in iteel?f an accident 
sees 
Convincing a large 
Making Patrons employer of labor 
For Fidelity who is _ sensitive 
Insurance about buying fidelity 
insurance can be 
-achieved if the agent puts forward the 
right kind of argument. This point is 
discussed by the “Co-ordinator,” of the 
“Masachusetts Bonding and Insurance 
“Company in a recent issue as follows: 
You will find some excellent pros- 
pects in the latter class. Many a large 
department store or flourishing es- 
tablishment which should carry the 
protection and has a half-formed 
desire for fidelity insurance never- 
theless presents what is appareatly 
a stone-wall front when approached 
on the subject. It is their very un- 
rand wneasiness which 








makes them obdurate, and they 
have imaginary obstacles in their 
minds against the adoption of the 
practice. Often it is difficult to get 
any expression from them as to 
their doubts or misgivings. Appar- 
ently they simply do not want it, 
but the more violent they are in so 
asserting, the more likely it is they 
have an uneasy idea that they 
should have it. If by tact you can 
get at their viewpoints, all well and 
good, but if not, you must divine 
as near as possible the cause of 
their attitude. Then prepare the 
best argument you can—practical, 
free from theory, and applicable to 
the case in hand. Never crowd it 
down your prospect’s throat, but set 
him to thinking. 

In nine cases out of ten you will 
find that the employer hesitates out 
of fear that the requirement of 
bonds will offend employes in good 
standing who may have been long 
in the service. Where good will 
and accord exist between an em- 
vloyer and his force he is very loth 
to do anything which might disturb 
the happy relations. If you can 
overcome this objection by enabling 
the employer so to present the mat- 
ter to his force that they will go 
willingly under bond, you will thus 
pave the way to securing the busi- 


ness. 
* ese 


Perhaps no line of 
Can Get endeavor offers more 
Good Results sure prospects of in- 
Without Capital dependence than 
monthly health and 
accident insurance, and this without the 
individual being called upon to put up 
or jeopardize his capital. It is the steady 
accretion to his debit, “here a little and 
there a little,” that finally lands the 
persevering agent in the independent 
class and puts him on a pinnacle where 
he will be looked up to by his descend- 
ants as “the father of his house” or as 
their “great emancipator”’ from strait- 
ened circumstances. 
. . i 


Evidently there is 


Why Circulars a conflict of opin- 


May Preve to ion regarding the, 


Be A Boomerang efficiency of the 

circular letter. 

Here is what the “Record,” published 

by the Federal Casualty Company, De- 
troit, has to say on the subject: 

In our business, the circular may 
occasionally prove of value, as, for 
instance, in giving the beginner a 
means of introduction and some 
thing to talk about. Or it may be 
useful in factory camvass, where 
lack of time prevents individual so- 
liciting. Otherwise, it is liable to 
prove a boomerang, as a keen com- 
petitor can pick to pieces the cir- 
cular left by you in such a way as 
to do your policies little credit, al- 
though they may be the best im the 
land. 
. e¢° 

TheCommonwealth 
“The Echo” Casualty Company, of 
Makes ite Philadelphia, has issued 
Appearance the first number of an 

agency bulletin, which 
it calls “The Echo.” E. 8S. Cook, secre- 
tary; E. W. Cook, general manager of 
agents; and E. J. Malany, auditor, have 
interesting articles in this number. 

“Put Your Heart in Your Legs” is the 

caption on one of E. W. Cook's little 
essays, written in breezy, interesting 
style. 





COMPULSORY COMPENSATION. 

New Jersey casualty men are discuss- 
ing a rumor that an attempt will be 
made to make Workmen’s Compensation 
compuisory in that State. 
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Georgia Life Insurance Company 
MACON, GEORGIA 
W. E. SMALL President 


A STRONG CASUALTY COMPANY Sonia and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance: 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
-AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 


ef 2eferred, 


OF mas Font 
SUPERIOR POLICIES 


KIMBALL C, ATWOOD, President 
80 Maiden Lane, New York 











STATE FIRE MARSHALS. 


The attempt being made in the New | 
Yerk Assembly to remove Fire Commis- 
sioner Ahearn calls attention to the 
work that fire marshals are doing 
throughout the country. While their 
activities in prosecuting arsonists and 
in preventing fires is achieving splendid 
results, some of the best work that 
these State officials do is in educating 
the public. Wire Marshal Longley, ot 
Indiana, is one of the most aggressive 
and competent of this group of offi- 
tials, and he succeeds every month in 
getting a column in Indiana news- = : = ——=7F 
papers, giving interesting statistics of GEORGE J. KUEBLER 
te tontige 4 fires = other ay ex Attorney - at-Law 
yublicity valuable not only to e; i 
fire companies, but to the assured, ail’ neat co be i nn ON 
undoubtedly calls attention to the nec- Bricks of the Law in enw Stet { 
essity of watching furnaces, pipes, flues di a | 











and other places where fires originate on Matters of | 
in cold weather. ae | 








~ + References on Application <-- 
ulte 720-29 So. LaSatle St. Chicago, Ill. 


BUEFHONES: Randelp 6816 and $817 


BUSIN ESS-BUILDERS 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE——— 


Massachusetts Bonding «Insurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $1,000,000 Write For Territory 


THE | 
METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Heme Office, 47 CEDAR STREET 


PEATE Ri Att creer POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DAMIae D. Warten, Vioe-Pree, §. WM. BURTON, Ses. ALONE @. BEOOES, Aas't Beg 
RELIABLE AND ENERGETIC AGENTS WANTED 





Wallace Stevens has been appointed 
resident vice-president at New York city’ 
for the Equitable Surety Company of 
St. Louis. 





























THE SIGN OF GOOP CASUALTY INSURANCE 





HEAD OFFICE F. J. WALTERS 
CHICAGO Resident Manager 
a! SS JOHN STREET 
F. W. LAWSON New York 
Cees! Gamage ——— 
. Eimear A. Lead & Co. 
Lnawltig Nc amtharse £45 adi fh, Rectan 
Benglasy, Beier and to 
Credit |newrapc: Established 1888. sy 














THE EASTERN UNDERWRITER 





March 5, 1914. 














CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 


INSURANCE COM 
OF BOSTON MASSACHUSETTS 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 


CALL ON COMPTON 


CALL ON COMPTON 











NOLdUWOD NO TIVD 





Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 





SCRANTON LIFE INSURANCE COMPANY 
HOMER V. TOULON, Manager 





PHILADELPHIA, PA. 











Bankers Life Company 


DES MOINES, IOWA 


ORGANIZED 1879 





Insurance Issued and Restored 1913 (Paid-for) 
$60,907,000.00 


Increase in Admitted Assets For Year 


$2,630,411.43 


ERNEST E. CLARK 


President 








INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 


MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 


ORGANIZATION 
$164,800,757. 


FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 


CAPITAL - $4,000,000 a» 
ASSETS - $17,938,784 2s: 
LIABILITIES - $9,193,374 


NET - SURPLUS $4,745,410. 
SURPLUS TO POLICY HOLDERS $8,745,410. 


EUGENE L. ELLISON President 
BENJAMIN RUSH, Vice-President 
JOHN O. PLATT, 2nd Vice-President 





T. HOWARD WRIGHT, Sec’y and Treas. 
SHELDON CATLIN, Ase’t. Secretary 





We Have Found the Ideal 


YOU SHOULD SEE A SAMPLE 


Our 20 Pay Life Special Cash Payment Policy 


Just at this time there are several 
good openings in Pennsylvania 


[Write] For Direct Agency Agreement 


Security Life Insurance Company 


of America 


W. O. JOHNSON, President The Rookery, Chicago 








“The Company of the South” 


Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
his section. The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 
are liberal and easily sold. 





Some excellent territory open for high-class personal producers, Attractive 
contracts to right parties. Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 











SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 


Licensed in I}linois . 0.2... - 
Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 


MARSH & McLENNAN 


INSURANCE EXCHANGE 
CHICAGO, ILL. 


Chicago 


New York ~ Minneapolis - Duluth 











Whilden & Hancock 


_ 95 WILLIAM ST 
NEW YORK 





General Brokerage Business 





...All Branches... 





“PROMPT ATTENTION” 


















